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\More Constructive 
Approach Urged By 
Schriver In Report 


NALU Executive V-P Regrets 
Conflicts Between Field, 
Home Office Managements 


Long-range planning for the life 
insurance industry was urged by 
Executive Vice- 
president Lester 
O. Schriver in 
his report to the 
Tuesday session 
of the national 
council during 
the NALU an- 
nual convention 
in Washington. 

“Perhaps we 
should begin a 
more positive 
program of being FOR something 
instead of forever being against ev- 
erything,” he declared. “There are 
some great principles which are 
basic in our business which we 
should tell the world about.” 

Following is Mr. Schriver’s 
port. 

This is the seventh time that I 
have had the honor of reporting 
to this council in my present ca- 
pacity. That represents one-tenth 
of the corporate existence of this 
association. 

In those seven years the industry 
has moved ahead on all fronts. To- 
tal business in force in the United 
States has just about doubled 
from $276 billion to $542 billion. 
Group insurance in its various as- 
pects has almost trebled, and other 
aspects of our service have kept 
pace proportionately. 

Kept Pace With Income 


During the same period insur- 
ace per family almost doubled, 
and it has more than kept pace with 
the average income per family. The 
average sized policy has not pro- 
duced a comparable ratio, but the 
increase is substantial. And, what 
may surprise some of you, the total 
volume of annuities has almost 


doubled in the past seven years. 
(CONTINUED ON PAGE 48) 
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Hendley Urges NALU 
To More Militant Efforts 


A challenge to “more deter- 
mined and militant efforts in the 
days ahead,” particularly in get- 
ting more recognition for the life 
insurance viewpoint from _ con- 
gressmen and state legislators, was 
voiced by President William S. 
Hendley Jr. of NALU in his report 
to the national council Tuesday. 

Following his introductory re- 
marks, in which he expressed his 
appreciation for having been per- 


mitted to serve as NALU presi- 
dent, Mr. Hendley spoke as fol- 
lows: 

Out of these miles of travel and 
hours of labor have come to me 
the renewed conviction that the 
fundamental domestic issue our na- 
tion faces today is the nurturing 
and protection of our American 
economic free enterprise system. 
As American business men and 

(CONTINUED ON PAGE 40) 


- Dedication Is Convention Highlight 


Presides At Memorable NALU Gathering 


New Building Makes 
Hit With Crowd On 


Hand For Ceremony 


Gregg, Hendley, Schriver 
Officiate; Inspection Tour 
Reveals Fine Job Was Done 


By ROBERT B. MITCHELL 


A new home is always some- 
thing special, particularly when it 
involves achieving owner status for 
the first time. But when the new 
home represents the successful sur- 
mounting of a long and at times 
seemingly insuperable series of 
difficulties, the achievement takes 
on a very special quality, some- 
thing like finally arriving at the 
promised land. 

There was that special quality to 
the dedication ceremony at the 
NALU headquarters building Sun- 
day in Washington, on the open- 
ing day of the national associa- 
tion’s convention that is being held 
in the nation’s capital for the ex- 
press purpose of permitting the 
convention-goers to attend the ded- 
ication or if they couldn’t make it 
by Sunday, at least to inspect the 
building during the week. 

As NALU President William S. 
Hendley Jr. said in his remarks at 
the dedication, the building “is a 
promise come true, the product of 
imagination and effort, the fulfill- 
ment of hopes and ambitions.” 

Though the weather looked 
threatening early in the morning, 
it cleared off and turned bright 
and sunny for the dedication, per- 
mitting the ceremony to be held 
outdoors, as was hoped. The street 
was blocked off and chairs were 
provided for the several hundred 
members and guests. 

Architecturally, the building has 
been described as one of the finest 
examples of the classic Georgian- 
Colonial style in the Washington 
area. It’s plenty impressive, yet it 
has a pleasant, comfortable look to 
it. 

Inside, it can’t be told from a 
brand-new building. There are 
enough windows, and large enough, 
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to provide a bright, cheery atmos- CHAJRMAN ALBRITTON SAYS: 


Members Call MDRT Top 


Inspiration To Success 


phere. All in all, the building is 
neither so lavish as to seem an ex- 
travagant use of the members’ 
money, nor so austerely functional 
as to diminish any member’s pride 
in the structure as his association’s 
home. 

In formally accepting the keys 
to the building at the dedication 
ceremony, President Hendley said: 

“As we mark this significant 
event in the history of NALU we 
recognize fully the great debt that 
we owe to so many. Some are those 
who brought this project to frui- 
tion—the architects—contractors— 
and skilled workmen—who deserve 
our heart-felt thanks. We greatly 
appreciate their tremendous con- 
tribution. 

“In particular, we wish to also 
pay tribute today to those great 
leaders of yesteryear who launched 
and nurtured the national associa- 
tion—to those who blazed the trail 
so that today the career life un- 
derwriter is universally recognized 
as an indispensable family finan- 
cial adviser—and to those who 
conceived the idea that NALU 
should have its own headquarters 
building. 

“We dedicate this beautiful build- 
ing not only to our membership 
past and present—and to all career 
life underwriters—but also to the 
institution of life insurance. And 
as we do so—with pride and humil- 
ity—we pause for a moment to 
consider the true meaning of this 
dedicatory ceremony. 

“Of course we take pride in this 
structure—in its architectural de- 
sign and beauty that at once sym- 
bolizes our historic past and sig- 
nalizes further progress in the 





years to come. 
“To us, however, this building 
is more than an inanimate struc- 
ture of mortar and brick. Far more 
than that—it is a promise come 
(CONTINUED ON PAGE 
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Members of the Million Dollar 
Round Table call it the greatest 

—, single inspiration 
and incentive to 
success, said 
MDRT Chair- 
man Robert S. 
Albritton, Provi- 
dent Mutual, Los 
Angeles, in his 
introductory re- 
marks at the Mil- 
lion Dollar 
Round Table 
hour Wednesday 
morning during the NALU conven- 
tion. 

Mr. Albritton introduced the 
members of the 1960 and 1961 
MDRT executive committees and 
the two top staff members of 
MDRT headquarters. The two 
MDRT hour speakers, whose talks 
are reported elsewhere in this is- 
sue, were introduced by the 1961 
MDRT chairman-elect, James B. 
Irvine Jr., National of Vermont, 
Chattanooga. Before introducing 
Mr. Irvine and the others on the 
speakers’ platform, Mr. Albritton 
made the following comments: 


The Million Dollar Round Table 
becomes a most important part of 
the lives of those who are privi- 
leged to enjoy its membership and 
participate in its activities. We 
recognize there are some who have 
not yet had the opportunity to 
know the Million Dollar Round 
Table so well, and I would like to 
begin our session this morning by 
telling you a little about it—since 
it is a factor of considerable value 
to each of you individually—and 
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a source of strength to the entire 
life insurance industry. 

The Million Dollar Round Ta- 
ble was founded in 1928 “in the 
belief that the development of an 
organization for outstanding life 
insurance underwriters who pro- 
duce large volumes of business 
(would) result in substantial bene- 
fits to the general public, to the in- 
stitution of life insurance and to 
such underwriters themselves.” 


Hasn’t Taken Sides 

On many occasions, this organ- 
ization has been asked to support 
candidates for office within our as- 
sociation activities—has been 
asked to take a stand either for or 
against the controversial subjects 
of the day—and has steadfastly re- 
fused to do so. 

We believe the National Assn. of 
Life Underwriters, the state asso- 
ciations and local associations to 
be the proper channels through 
which life insurance men should 
express themselves and encourage 
the courses of action in which they 
are interested. All of the members 
of the Million Dollar Round Table 
are also members of their local, 
state and national associations. We 
encourage their active participa- 
tion through those channels. 








For Self-Improvement 

On the other hand, we believe 
the Million Dollar Round Table 
to be a self-development, self-im- 
provement organization, sponsor- 
ing the free exchange of ideas and 






techniques among the members 
with the purpose of improving 
personal knowledge and personal 
ices aie se ceieceianiemanaas 
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speaking at the dedication ceremonies of NALU headquar- 
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skills. We believe the Million Dg, 
lar Round Table is of great valy 
to each of you individually, sing 
we feel it to be the greatest source 
of successful sales ideas in our jp. 
dustry. 

Our members tell us that it jg 
the greatest single inspiration and 
incentive to successful selling jp 
our business. Let me quote from 
the letter of one of our youn 
members who had completed hj 
fourth qualification in the Million 
Dollar Round Table: 


Kept Him In Business 


“The Million Dollar Round T,. 
ble has meant more to me than | 
could ever express in any letter 
Had it not been for the Round 
Table, I doubt that I would stij 
be in the insurance _ business, 
Neither my company nor any com. 
pany can touch it for inspiration 
and enthusiasm. The week doesn; 
go by that I don’t thank the good 
Lord for its existence.” 

In keeping with its desire to 
work constructively to the ad. 
vantage of all who sell life insur. 
ance, we have in the past two 
years developed the Million Dollar 
Round Table Foundation, to serve 
as the recipient for contributions 
from our members, the companies 
they represent, and from all of you, 
to. be used in pursuit of projects 
for the common good. For ex. 
ample, we are currently interested 
in assisting with the development 
of case study material to be used 
by the teachers of insurance in 
our colleges and universities. We 
urge you to be familiar with the 
Million Dollar Round Table Four- 
dation, and as our projects develop 
we urge your support. 


Australian Agency 
Manager Attending 
NALU Convention 


William G. Maunsell, manager at 
Geelong, Australia, for Temper- 
ance & General Mutual Life As 
surance Society, is attending the 
NALU meeting. In America to 
study life insurance marketing 
methods, he is being introduced 
around at the convention by Ivan 
V. Snyder, educational director 0 


Indianapolis Life, whom Mr. 
Maunsell will visit when he goes to 
Indianapolis. 


Mr. Maunsell and Mr. Snyder 
have been friends for some 10 years 
via correspondence, but the co 
vention was the first occasion for 
a face-to-face meeting. Mr. Maut- 
months and before that he visited 
sell has been in America two 
months and before that he visited 
European life companies, partict- 
larly those in Switzerland. He te 
ports that the Australian way 0 
selling life insurance is much mort 
along the American pattern that 
the European. Most sales are mate 
by full time agents, who go ott 
and sell, rather than waiting for 
the prospect to make the tts 
move. 

Compared to what is being dott 

(CONTINUED ON PAGE 51) 
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x. ° 
More protection 
for those who sell protection 


OCCIDENTAL LIFE 


Insurance Company of California 


Home Ofhee Los Angeles 








SUCCEEDS J. S. MYRICK 


Clark Chairman Of 
American College 


Paul F. Clark, chairman of John 
Hancock, was elected chairman of 
American College at the annual 
meeting in Washington during the 
NALU convention. Mr. Clark suc- 
ceeds Julian S. Myrick, Mutual of 
New York, New York City, who 
becomes chairman emeritus after 
serving 22 years as chairman. 

President Charles J. Zimmerman 
of Connecticut Mutual Life was 
elected vice-chairman to succeed 
Mr. Clark. Elected trustees ex-of- 
ficio to represent their respective 
organizations were Millard Bartels, 
chairman of the insurance execu- 





tive committee of Travelers and 
president of Health Insurance 
Assn. of America; Herbert W. 


Florer, general agent, Aetna Life, 
Boston, Society of CLU; Alexander 
Hutchinson, vice-president of Met- 
ropolitan Life and president of Life 
Underwriters Training Council; 
and Raymond C. Johnson, vice- 
president in charge of marketing of 
New York Life and president of 
LIAMA, Mr. Johnson is also a 
term trustee of the college. 

Mr. Clark, one of the college’s 
founders, and a member of its 
board throughout its 33-year his- 
tory, is also a past president of 
American Society of CLU. He is a 
past president of NALU and a 
founder and past chairman of the 
Million Dollar Round Table. In 
1945 he received NALU’s John 
Newton Russell memorial award 
for outstanding service to the in- 
stitution of life insurance. He was 
a general agent of John Hancock 
at Boston before going to the home 
office in 1938. 

Mr. Zimmerman also is a past 
president of NALU. Like Mr. 
Clark, he is a CLU. He started in 
life insurance with Connecticut 
Mutual at New York, later becom- 
ing general agent at Newark and 
Chicago. After navy service in 
World War II he joined LIAMA 
and became its managing director 
in 1951. He returned to Connecti- 
cut Mutual in 1956 as president and 
a director. He was the 1951 reci- 
pient of the Russell award. 





Engaged in earnest discussion: 
R. L. McMillon, NALU secretary, 
with one of the two candidates for 


Trustee Jack Stewart, 
Vutual, Cleveland. 


his job. 
Phoen:: 


NATIONAL LIFE CONVENTION DAILY, SEPTEMBER 14, 


Keep Human Aspects of Life Insurance 
Constantly In Mind, Myers Urges WLRT 


“Transistorized computing ma- 
chinery is a tribute to our pro- 
gressive way of 
doing business; 
new policies and 
new formsof 
coverage are a 
tribute to our in- 
genuity, but in 
the last analysis 
these are not 
what our busi- 
ness is all 
about,” said 
Clarence J. My- 
ers, chairman and president of New 
York Life, in his address at the an- 
nual dinner of the Women Leaders 
Round Table during the NALU 
convention at Washington. 

“Our business,” he said, “is all 
about people—men, women, child- 
ren; their hopes and fears for the 
future, their feelings of obligation 





Myers 


Clarence J. 


1960 


towards others, their strivings to- 
ward self-reliance and independ- 
ence .... If we can constantly re- 
member that life insurance, like no 
other business, is essentially a mat- 
ter of the heart, and take heart 
from that fact, then I for one be- 
lieve that our greatest opportuni- 
ties for service to the people and 
our country lie ahead of us. 

Following is the text of Mr. My- 
ers’ talk: 


I am delighted to be here with 
you this evening and grateful for 
this opportunity to pay my warm 
tribute to the Women Leaders 
Round Table. It permits me to say 
what I have for so long felt, that 
you ladies and the many other 
women in life insurance are a val- 
uable and important part of our 
business, that I have great per- 
sonal admiration for the inimitable 


qualities with which you grace our 
business, and tremendous respect 
for the special contribution yoy 
make to it and the prestige yoy 
bring to it. I believe, moreover 
that the role of women in life jp. 
surance will increase significantly 
in the years to come. 

I said a moment ago that I wag 
glad to be able to pay tribute tg 
you and one way of doing that, it 
seems to me, is not to talk to yoy 
as WOMEN life underwriters spe- 
cifically but as life underwriters 
You are not an auxiliary to the 
business, but an integral part of it 
So I would like to spend a fey 
minutes talking about an aspect of 
life insurance today which has im. 
portance but which some of us tend 
to lose sight of from time to time 

There is a tendency in our bugi- 
ness in these days to get so caught 

(CONTINUED ON PAGE 44) 








Even The Lampooned Laugh At 
Skit Burlesquing Local Meet Errors 


Satirizing all the standard meth- 
ods of bungling a local association 
meeting, “Our Slip Is Showing,” 
presented Monday evening at the 
association workshop during the 
NALU convention, had its audi- 
ence in gales of laughter, even 
though many members were winc- 
ing at the burlesquing of the all- 
too-familiar kind of ghastly errors 
that they had been involved in. 

For example, the presentation of 
national quality award certificates 
to local qualifiers is supposed to 
be a proceeding marked by dignity 
and significance. However, associ- 
ation President Charlie Jackson 
had, as usual overcrowded the 
meeting agenda, and he kissed off 
the NOA ceremony by saying: “I'll 
read off the names of the NOA 
winners, and they can pick up their 
certificates after the meeting. Here 
they are: Abel, Considine, Ed- 
wards, Hall, Hopewell, Greenberg, 
Leffert, Manley, Olds, Stein and 
Swicker. Now to get back to the 
important business.” 

Local association representa- 
tives who attend NALU meetings 
but come back with only sketchy 
reports on the happenings came 
in for some barbed shafts. The 
national committeeman was asked 
to report and he responded: 

“Well, the first night they had an 
association workshop. I guess they 
had a pretty fair crowd and I heard 
it was pretty good.” 

“What do you mean ‘guess’?” 
was asked. 

“T was planning to make it. But 
when I got down to the lobby, I 
met old Jasper Cummings. He’s 
general agent for my company out 
in San Diego. One thing led to 
another—and we went out to din- 
ner. But the Life Association News 
should have a good report on the 
workshop.” 


he 





“What about the change of pol- 
icy on group insurance? someone 
else wanted to know. “What hap- 
pened there?” “You guys know as 
much about it as I do. I started to 
go to the group committee meet- 
ing, but there was a guy I met 
who is using a new film projector 
for interviews. So we got talking... 

“You did make the national coun- 
cil meeting, didn’t you?” he was 
asked. 

“Sure; what do you think I was 
there for? It’s really quite a show. 
But to tell the truth, it was a little 
over my head. I forgot to read the 
printed committee reports before 
the meeting—and a lot of the 
things they talked about were new 
to me.” 

“What about the group report?” 
“I know they did something. I 
think we’re going to have some 
more talks with the companies . . . 
or maybe we decided not to talk 
to them any more. I can say this, 
however. Don’t miss an NALU 
meeting if you can help it. Swell 
people. Some terrific cocktail par- 
ties. And you’re bound to meet 
some old friends.” 


Eager Gives Warning 


The “whither-are-we-drifting” 
type of worrier was taken off by a 
character called Ronald Eager, 
who kept demanding the floor and 
getting shushed until he burst 
out with, “How can we sit here 
talking about unimportant things 
when the house of cards is collap- 
sing all around us?” 

“What are you talking about?” 
President Jackson asked. 

“I’m talking about companies 
‘eating their young,’ that’s what 
I’m talking about. The time has 
come, I say, for us to stand up and 
be counted. We live in perilous 
times, times that try men’s souls— 


if I may quote from Thomas Jef. 


ferson ... I think it was Jeffer. 
son.” 
Interrupted by the president, 


Eager kept right on going. 

“T tell you, Mr. President, that 
the agency system we love and 
cherish, this beloved marketing 
mechanism that has brought hope 
and comfort to American homes, 
is withering on the vine. It is being 
sabotaged in insidious forces of | 
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evil that lurk everywhere. I say to| 


you...and you... and you..,| 


that the time for action is now!” : 
Kobel Is Author 
Author of the play is Marvin A. | 


Kobel, NALU director of public! 
relations. The cast was made up of 
members of the District of Colum. | 
bia Life Underwriters Assn. and { 


the NALU headquarters staff. 


Portrait of Julian S. Myrick, Mt 
tual of New York, New York City, 
past president of NALU and long 
prominent in its affairs. The por 
trait hangs in the board room d 
the new building and was unveiled 
this week. 
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To the N.A.L.U. 71st Annual Convention 


GREETINGS 


from 
‘wth LIFE 


INSURANCE COMPANY 
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THE dedication of your new head- 
quarters building in the Nation’s 
Capital is a rededication, we be- 
lieve, of the objectives of N.A.L.U., 
reflecting foresighted planning and 
assuring its membership and the life 
insurance industry a continuation of 
sound, progressive leadership in the 
years ahead. We share the feeling 
of pride you have in your fine, new 
headquarters. 







During the past year, Peoples Life dedicated its 
new Home Office to the protection and service 
of hundreds of thousands of policyholders and 
beneficiaries. 







Overlooking the Potomac River, a few short blocks 
from the new N.A.L.U. building, the new home 
of Peoples Life stands as a monument to the 
progress which has earned Peoples its position of 









strength and integrity in the industry. It represents 






the company’s unshakable faith in the American 






way of life, the American family and the American 






agency system. 






During the convention, or any other time, you are 





cordially invited to visit us. 







PEOPLES LIFE INSURANCE COMPANY 
601 New Hampshire Avenue, N.W. 
Washington 7, D. C. 
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Four Ingredients Of Success In 
Selling Explored By Mrs. Bush 


By EUNICE BUSH 


In this age when personal op- 
portunity is unlimited, we should 
look at our own advancement with 
the view of trying to improve what- 
ever success we may have had by 
using the success formula. 

I have chosen for the success for- 
mula words that all begin with the 
letter “I,” because personal suc- 
cess is centered around the pro- 
noun “I.” What am I as an individ- 
ual willing to pay for success? The 
success formula could be called the 

--‘Fiye I's,” inspiration plus imag- 
ination plus information plus in- 
dustry equals income. 

Inspiration. In order to succeed 
one must have desire. It has been 
said, “Think what you want as a 
first step toward success.” For in- 
stance, have a vision. With a vision 


life is an unfolding opportunity. 
Without a vision, nothing can be 
accomplished. 

Once I heard an outstanding 
speaker say that in life underwrit- 
ing there are three stages. The first 
stage is the job stage, which means 
that the underwriter is interested 
only in making a living. 
Professional Stage 

The second stage we call the pro- 
fessional stage. This because the 
underwriters in this stage are striv- 
ing to learn more about their 
chosen field and are interested in 
progress and in service to their cli- 
ents more than they are in the in- 
come that life underwriting gives. 

The third stage may be called 
the stage of obsession. This is when 
the field underwriter loves his 
work. He eats life insurance, he 
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In acknowledgment to a group of 
dedicated men and women for a job 
outstandingly well done—we extend 
our thanks and sincere appreciation. 











sleeps life insurance and he lives 
life insurance. 

Imagination. It has been said 
that imagination is power to close 
your eyes and see yourself succeed. 
In imagination, man is more than 
mortal. He is a power over all 
things. 

In its value to man, imagination 
is lower only than a vision, pro- 
vided it is harnessed to a set of det- 
inite and practical plans, and they 
are carried to a successful conclu- 
sion. Imagine what you want as the 
first step toward a definite success. 
Whatever your mind can conceive 
and believe, you can achieve. 
Positive And Dominant 

Unless a man believes in his job 
and his company and the service 
he sells, he will have neither the 
imagination, the enthusiasm nor 
the determination for success. Un- 
less his attitude is positive and 
dominant, courageous and deter- 
mined, he will not work efficiently 
or sufficiently for long. Unless his 
attitude is positive and dominant, 
he will not drive himself to im- 
prove the quality of his sales pres- 
entation or his knowledge of life 
insurance itself. Nor, will he radi- 
ate into the interview the enthusi- 
asm and conviction essential for 
success. ; 

Information. If you show me 
someone who has ceased seeking 
information for advancement in his 
chosen field, I will show you some 
one who is going backwards. 

Nothing stands still. After 29 
years as a student of this business, 
I am still studying daily to keep 
abreast with the ever changing 
laws and the new sales ideas. 


School Every Day 


Each morning from 8:15 to 9:00 
a.m. we have an agency school. As 
the teacher, it keeps me busy study- 
ing to be prepared with new sales 
ideas and information that may be 
both interesting and useful. I feel 
that it is my responsibility to give 
the fellows something worthwhile 
which may be useful to them that 
day in the field, if they are willing 
to make the special effort to be at 
the office by 8:15 a.m. 

The reason life underwriters hes- 
itate to call on Mr. Business or 
Professionalman is because they 


Ist Day 


How she has followed the “Five 
I's” success formula—inspiratig, 
plus imagination 
plus information 
plus industry 
equals income— 
was outlined by 
Mrs. Eunice 
Bush, Mutual of 
New York, Ba- 
ton Rouge, La., 





in her talk at the 
Women Leaders 
Round Table 
“Sellarama” 
Sunday during NALU’s anny 
convention in Washington, D.C, 4 
digest version of her speech fo}. 
lows. 





Eunice Bush 





lack the self-confidence needed ty 
make the sale. The self-confidence 
will only come after they feel tha 
they have the sufficient knowledge 
to give them this confidence, 


‘The Great Tragedy’ 


Industry. The great tragedy jp 
most failures lies in the fact ‘that 
the amount of additional effort re. 
quired to be successful is so slight 
Just a little more persistence and 
a little additional effort, and there 
can be no failure. Isn’t this little 
additional effort a small price t 
pay to succeed? 

Recently, I read an interesting 
article in one of our trade maga 
zines by an outstanding producer 
who used the point system to 
measure a day’s work. His goal for 
each day's effort was a minimum 
of 20 points. These were credited) 
as follows: One point for each per-{ 
son whom he called on personally 
but failed to see, two points for 
each person that he saw personally, 
even though he did not have an 
interview at that time, and five 
points for each interview, either 
tact finding or closing. 
Additional Effort 

The secret of this system is that 
it makes you want to do at leas 
the minimum which in turn make: 
you put forth that little additiona 
effort which is the big differenced 
between failure and success. 

At a sales clinic in Baton Rouge 
I received one idea which I shal 
always remember: Start doing thi 
things you already know yor 

(CONTINUED ON PAGE 46) 
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MDRT Hour Speaker Says: 


Setting Sales Quotas In Each Of 3 
Size Categories Is Key To Million 


Breaking down a million in sales 
into large, medium and “average” 
a . size cases, and 

then driving to 
get the desired 
number of cases 
in each size cate- 
gory is the key 
to Frank E. Sul- 
livan’s success in 
making the Mil- 
lion Dollar 
Round Table. 
Mr. Sullivan, a 
CLU and an 
agent of American United Life 
at South Bend, Ind., first qualified 
for the 1955 Round Table and has 
made it ever since. He was a speak- 
er at the MDRT annual meeting 
this year and was chosen by the 
MDRT Executive Committee as 
one of the speakers for the NALU 
Million Dollar Round Table Hour 
Wednesday. Following is his talk. 






Frank E. Sullivan 


I started in the life insurance 
business Jan. 1, 1953, and was just 
about as deep in the doldrums on 
the first of April as any agent has 
ever been. One morning while I 
was shuffling my prospect cards in 
the office the phone rang and a 
very vibrant voice that I had never 
head before introduced himself as 
Bill Earls (Cincinnati general agent 
of Mutual Benefit Life), who was 
a friend of my brother’s (they had 
been in the navy together), and he 
had just learned that I had en- 
tered the life insurance business 


* and wanted to welcome me. At that 


particular time Bill Earls 
chairman of the Million 
Round Table. 

We talked for a few minutes and 
then Bill said, “I presume you are 
going to the mid-year meeting in 
Chicago next week,” and I said, 
“of course.” He then said, “I’m 
staying at the Drake. Where are 
you staying?” I said, “I’m staying 
at the Drake too.” Bill said, “Fine, 
let's get together for breakfast on 
the first morning of the meeting.” 
I agreed. 


was 
Dollar 


Wangled Reservation 


_After hanging up I first had to 
find out what meeting he was talk- 
ing about and then I had to try to 
get a hotel reservation. After call- 
ing the Drake I found it had been 
sold out for about eight months in 
advance of the meeting. I called 
the manager of the Palmer House, 
whom I had known quite well when 
I worked at Notre Dame. Under 
extreme pressure he got me a res- 
€rvation at the Drake. Although I 
went up by myself, I occupied one 
of the largest double bedrooms in 
the entire Drake Hotel, but coin- 
cidentally enough, it was almost 
across the hall from Bill Earl’s 
room, 


After a very nice breakfast meet- 


ase ead 


ing, during which Bill probed 
quite strongly as to my work hab- 
its, background, etc., he ended up 
in his normal diplomatic way by 
saying, “You son of a b----, I don't 
think you've got enough guts to 
write a million,” I can still see my- 
self shaking my fist in his face and 
saying, “You little so-and-so, I'll 
show you.” Illogical as it seems to 
anyone outside the industry, that 
one session has had more effect 
on my initial and continuous qual- 
ifications for the Round Table than 
anything else combined, including 


my LUTC and CLU studies. 
The Most Dedicated 


When I left Bill Earls’ room in 
the Drake Hotel that April day in 
1953 I was the most dedicated life 
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insurance man that ever hit the 
street. Dedicated to the one basic 
goal of membership in the Million 
Dollar Round Table. I WAS GO- 
ING TO QUALIFY IN 1953 IF 
IT KILLED ME. But I didn’t. 
On Dec. 31, 1953, I was a failure. 

The desire was so strong that 
it oozed out of me. I worked very 
hard. I studied hard. I tried hard. 
But I didn’t make it because my 
pattern was not designed for a 
million dollar year. So based on 
the normal thoughts and clinches 
on how to analyze a year here is 
how 1953 ended for me: 57 sales 
for $746,000; average sale, $13,100; 
closing ratio, one out of six. 

But I didn’t know how to im- 
prove it. 

It was at that point that my 


= 
‘ 


good friend Ebe Spence (current 
NALU building fund chairman) 
pointed out to me that my desire 
was strong enough, my selling 
ability good enough, but that I 
wasn't properly evaluating my 
market. Going back over my 1953 
production, we set up a 1954 quota 
whereby I became convinced that 
if I would start on Jan. 1 and 
search every single morning of the 
year, somehow, somewhere I 
would be able to find one case for 
$100,000. 


Created Market 


This same morning — search 
should result in a “fallout” of 2 
cases for $50,000. A strong desire 
to work in the programing and 
family planning area created a 
market where I felt I could write 
10 cases a year averaging $25,000. 
Then, if we hope to call ourselves 
salesmen, I’m convinced we've got 
to average a sale a week (50 cases 
a year) in the area of $10,000, and 
the fallout here should bring in 
another 20 cases averaging $5,000. 

(CONTINUED ON PAGE 33) 
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RETUREMENT AS ClIAIIIIAN 
OFTHE GENERAL AGENTS 
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Mr. Leonard T. Smith joined The Prudential as an Agent in 1922 and became a District Manager 
in 1929. He is now Manager of a Prudential District Agency in Providence, R. |. In 1959, Mr. Smith 
was elected Chairman of the General Agents and Managers Conference—the first combination 
agency manager of any company to serve as chairman of this fast-growing organization. Now, 
on his retirement from this office, The Prudential Insurance Company of America salutes 
Len Smith for his fine and significant record of achievement in that position. 
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A veteran NALU staff member, 
Executive Consultant Maxwell |, 
Hoffman, with his secretary, La 
verne Collins in Mr. Hoffman’s of. 
fice in the new headquarters build. 


Spencer McCarty, Provident Mu- 
tual, Albany, and Mrs. McCarty. 
Mr. McCarty is also managing di- 
rector of the New York State Assn. 
of Life Underwriters. 


Davi 


four ¢ 


ing. 


Jack Stewart, Phoenix Mutual, Cleveland, NALU trustee who is a 
candidate for secretary; Robert C. Singer, director of promotion and 
advertising of Institute of Life Insurance, and Louis J. Grayson, Trav- " 4 . ; 
elers, Washington, D. C., NALU treasurer. ef It was the firs 

wie : : convention for 

Mrs. William §, 

Hendley Jr, 
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NALU director 
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Gregg Stresses Symbolic 
Aspects Of New Building 


The symbolic aspects of the new 
NALU headquarters building were 
stressed by Pres- 
ident Davis W. 
Gregg of Ameri- 


can College in 
his _dedicatory 
address at the 


dedication of the 
building Sunday 
at the start of the 
NALU_  conven- 
tion in Washing- 
ton. 

He used the 
four columns in front of the build- 
ing to symbolize four purposes of 
Pied association. 

Urges Rededication 

“The first column,” he- said, 
“shall represent security. Above all 
else, this association must be con- 
cerned with the security needs of 
our nation’s people. It must do all 
in its power to spread the owner- 
ship of life insurance—of the right 
kind and in the right amounts—to 
more than the 125 million persons 
now covered, to more than the 49 
million families now covered. 

“Further, to make certain that 
this security column shall always 
stand, this association should con- 
tinually rededicate itself to sound 
principles of legal reserve life in- 
surance. It should.do all in its 
power to make certain that the fi- 
nancial strength and _ stability of 
the institution shall never be im- 
paired.” 


Davis W. Gregg 


The second column, said Mr. 
Gregg, may be thought of as rep- 
55 ' 


resenting integrity. He _ recalled 
that NALU was organized because 
field men wanted some mechanism 
for self-regulation to combat the 
chaotic, dog-eat-dog conditions 
then prevalent in life insurance. 
NALU has done much to improve 
the caliber of life insurance and 
the way it is sold, but much needs 
to be done. 

“Let NALU’s excellent code of 





Equitable Dinner Host 
At Mayflower Thursday 


Clarence B. Metzger, vice-presi- 
dent of Equitable Society, will be 
the official host at the company’s 
dinner Thursday evening at the 
Colonial Room of the Mayflower. 

Others attending will be: Joseph 
L. Beesley, senior vice-president ; 
D. D. Edmunds, vice- -president ; 
Harold J. Rossman, vice-presi- 
dent; Gordon K. Smith, secretary ; 
Coy E klund, vice-president and as- 


sistant to the president; Frank 
Kuhn, 2nd vice-president; Anne 
Renzland, sales re search consult- 


ant; Margaret Carlsen, director of 
Equitable CLU activities; Mary 
A. MacIntosh. supervisor of cor- 


respondence course ; Eugene 
sadgley . director of special serv- 
ices, and Mary A. Cooke, assist- 


ant supervisor of correspondence 
courses, 


YUM 


ethics become part of the creed of 
every life underwriter,” he de- 
clared. “Let us never be motivated 
by less than virtuous aims. Our 
opportunities for social service are 
too great to do otherwise. Our re- 
wards for honest and noble efforts 
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are too great to jeopardize.” 

Mr. Gregg said he_ recently 
heard a life company president 
describe the morality guide he uses 
when his company is faced with a 
tough policy decision: “This com- 
pany will never engage in any 
practice which, if followed by a 
majority of life insurance compa- 
nies, would be harmful to the 
public and to the institution.” Mr. 
Gregg suggested a similar pledge 
as a guide to NALU members. 


9 


Labeling the third column “edu- 
cation,” Mr. Gregg recalled that in 
1914, NALU held a convention 
with education as its theme. Since 
that time, NALU leaders have 
been instrumental in sponsoring 
many great educational programs, 
including CLU and LUTC. But 
still more needs to be done. Every 
member of NALU should be en- 
couraged to engage in some in- 
stitutional or company educational 

(CONTINUED: ON PAGE 37) 








You’re confident when 


There’s coverage for mortgage payments... 
plans cost little for men in their early years. 


you're well insured 


There are those who say fishing is all a matter of luck, but we can’t agree . 
entirely. Surely you need skill, good tackle, and an experienced captain to pilot you 
safely at sea! So it is with insurance . . . an experienced Pan-American representative 
can steer you wisely along a charted course and equip you with confidence to meet any 
rough seas which may lie ahead. Most young men don’t view the future as a matter 
of ‘‘luck’’. They plan . . . and protect their loved ones with adequate insurance. 


Ask your Pan-American representative about all this. 
He’s an expert at tailoring coverage to fit your needs, and your budget. 


You're confidentwhen = ,~ ~~ 
you're well equipped 





Zing! goes the reel—taut goes the line—what a thrill when a big one strikes! 
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children’s education . . . even retirement 
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ARTHUR H. BIKOFF 
General Agent 
AETNA LIFE INSURANCE COMPANY 
6 The Fifth Avenue Agency Al 
e e “Below the top of the 6’s” z 
: e 666 Fifth Ave., 35th Floor New York 19, N.Y. ” 
COlumbus 5-0505 
WM. LZ. Perrin & Hon, Inc. 
AT WAS H l N GTO N Julius L. Ullman, Pres. 
Non-Can ‘A&S’'—Medical—Hospital—Individual—Group Plans Tl 
FROM TH E General Brokers Qualify. Lifetime Service Fees. 500 
75 Maiden Lane, New York 38, N.Y., HAnover 2-4044 for 
N EW ’ O R K DONALD L. SHEPHERD, C.L.U. 
General Agent 
EQUITABLE LIFE INSURANCE 
COMPANY OF IOWA 
270 Madison Avenue New York 16, N. Y. 225 | 
MUrray Hill 6-1400 
Mau 
THE SALINGER-WAYNE AGENCY M. L. CAMPS THE MALLON-CURRAN 
: General Agent AGENCY 
Benjamin D. Salinger, C.L.U. Stanley R. Wayne Organized Service 
General Agents ie flr Manco MASSACHUSETTS MUTUAL 
MUTUAL BENEFIT LIFE INSURANCE CO. : iE einen emerner am 
: Suite 600, 800 Second Ave. at 42nd St., New York MUrray Hill 2-7979 630 Third Avenue 
& Eon Ged &., M. T. Chy ar ae OXford 7.2121 E. LLOYD MALLON and ROBERT I.CURRANJR. | | 
f _—— 
JAMES A. RANNI ORGANIZATION ; 
oe kaa vieniapaeianiont AGENCY, INC. SAM P. DAVIS 
MANHATTAN LIFE INSURANCE CO. iain ioc tela Manager 
Charlie McKeone _ Bill Ranni ee am PHOENIX MUTUAL LIFE INS. CO. 
anus ~~ Mearns apaeiarn Crohn, C.L.U., General ogra ; 20 East 46th St. N. Y. MUrray Hill 2.6042 
551 Sth Ave., 36th Floor New York 17, N.Y. 119 West 57th Street CIrcle 6-2736 Leading Company Agency 
MUrray Hill 7-8750 New York 19, N.Y. : ‘ ' 161 V 
ROSWELL W. CORWIN, C.L.U. “Bill & Dave Harmelin”’ c a ee ie Aggreciennt” I 
Cones Agent THE HARMELIN AGENCY, INC. A ‘ saay) Saas. INC. 
NEW ENGLAND MUTUAL LIFE General Agent CONTINENTAL ASSURANCE COMPANY 
INSURANCE COMPANY CONTINENTAL ASSURANCE COMPANY 32 Court Street Brooklyn 1, N.Y. 
; spar ss TRiangle 5-7362 
233 BROADWAY NEW YORK 7,N. Y. 50 Church Street New York 7, N.Y. , ae P 
BEekman 3-6620 COrtland 7.4686.7-8 — pers ses Pa oo aii New ' 
PHILIP F. HODES MICHAEL J. DENDA That Case You Think Is So TOUGH 
é a : May Not Be As Tough as You Think! 
General Agent Resident Vice President You Give Us the Facts—We’ll Give You the Answer 
E. J. HODES, ASSOC. GEN. AGT. UNION MUTUAL LIFE INSURANCE SUBSTANDARD UP TO 1000% MORTALITY 
NATIONAL LIFE INSURANCE CO. COMPANY Call Carlin 
OF VERMONT William Oechslin, Brokerage Manager 
55 Liberty Street New York 5, N. Y. 521 Sth AVENUE NEW YORK 17, N. Y. VINCENT A CARLIN, BR, GENERAL AGENT 630 T 
Telephone MUrray Hill 7-2355 Manhattan Life Insurance Company 
BArclay 7-3972 Life, Group, Non-Cancellable, Sickness and Accident 107 William St., New York City BO 9-5570 
B. WILLIAM STEINBERG & Associates, Inc. 
JOHN J. KELLAM, General Agent Sander ait RUSSELL B. KNAPP, GENERAL AGENT 
MASSACHUSETTS MUTUAL ee ee ae 
NATIONAL LIFE INSURANCE COMPANY ee = zs U INSURANCE COMPANY 
er aes6 : LIFE INSURANCE COMPANY 
530 Fifth Ave. New York 36, N. Y. 295 Broadway, N.Y.C BArelay 7.7100 233 Broadway BEekman 3-8090 
Direct Wire N.Y.C. to New Canaan, Conn. one District Office , Woolworth Bldg. New York 7, N. Y. 
Call CYpress 2-6676 166-26 89 Ave.—AXtel 7-6000 : Mitchel D. Nowak, Brokerage Manager 400 F 
New Canaan telephone—W Oodward 6-2636 Hartsdale District Office We men dante the right or Brokerage 
= One N. Central Ave.—ROckwell 1-2500 Business through Friendliness and Service.” 
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LOUIS W. SECHTMAN 
General Agent 
ANY 
AETNA LIFE INSURANCE COMPANY 
. 200 East 42nd Street New York 17, N. Y. 
+, NY, MUrray Hill 2-0200 
el ioe 
° THE GROGAN AGENCY 
of 
at THE GUARDIAN LIFE INSURANCE COMPANY 
500 Fifth Avenue LOngacre 4-8755 
2.4044 for more out of LIFE... and A&H too... 
L THE CHARLES B. KNIGHT 
LLU. AGENCY, INC. 
General Manager 
E THE UNION CENTRAL 
LIFE INSURANCE COMPANY 
Ne 225 Broadway, New York 7, N. Y. BArclay 7-4500 
CHARLES N. BARTON, C.L.U., Pres. 
Maurice Ziff, Exec. Vice Pres., Paul Goodman, V.P. 
EDMOND J. NOURI, C.L.U. HARRY KRUEGER, C.L.U. HAROLD G. PRATT | 
General Agent General Agent Coieait diatin 
NEW ENGLAND MUTUAL LIFE THE NORTHWESTERN MUTUAL 
INSURANCE COMPANY LIFE INSURANCE COMPANY ee 
200 East 42nd St. New York 17, N.Y. 386 Park Avenue, South New York City i 
\ venue MUrray Hill 7-5560 New Ideas—Old Ideals 225 BROADWAY BArelay 7-1070 
N,JR. : “Just a few steps from Grand Central” MUrray Hill 3-8800 NEW YORK, N. Y. 
F WILLIAM A. ARNOLD, Il Telephone CIrele 5-2300 THE SCHMIDT AGENCY 
i General Agent DAVID MARKS, JIR., C.L.U. Roger W. Schmidt, C.L.U. 
: - General Agent Arthur W. Schmidt, C.L.U. 
co. |f br Hn ian wneeai NEW ENGLAND MUTUAL LIFE 
a MUTUALZ LIFE INSURANCE COMPARY. NEW sible MUTUAL ; INSURANCE COMPANY 
iiaias: Complete Brokerage Service LIFE INSURANCE COMPANY 575 Lexington Ave. New York 22, N.Y. 
: 161 William St. - New York 38, N.Y. + WO 4-2366 666 Fifth Avenue NEW YORK 19 MUrray Hill 8-2600 
c DAVID A. CARR AGENCY AUSTIN & SCHULMAN, General Agents DAVID B. FLUEGELMAN, C.L.U. 
, INC. Gilbert V. Austin, C.L.U. General Agent 
»ANY CONTINENTAL ASSURANCE Joseph Schulman CONNECTICUT MUTUAL 
NY. COMPANY AETNA LIFE INSURANCE COMPANY LIFE INSURANCE COMPANY 
50 E. 42nd St. 16 Court Street BROOKLYN 1, N.Y. 342 Madison Ave., N. Y. 17, N. Y. “MU 7.5035 
n New York 17, N. Y. OXford 7-3424 TRiangle 5-7560 All Facilities for Brokers and Surplus Writers 
KREBS & McWILLIAMS CONGRATULATIONS 
i CHARLES E. DRIMAL, C.LU. HARRY PHILLIPS III, C.L.U. 
JTY General Agent General Agents President 
THE PENN MUTUAL LIFE AETNA LIFE INSURANCE COMPANY of the Life Underwriters Association of New York 
NT INSURANCE COMPANY Aetna Bldg., Corner William & Fulton HAROLD —— AGENCY 
630 Third Avenue New York 17. N.Y 151 William Street, New York 38 eee — 
Bashy 1 NY, Nag CONTINENTAL ASSURANCE 
9.5570 MUrray Hill 2-7200 111 John St., N. Y. 38, N. Y. BEekman 3-4545 
NT LAMBERT M. HUPPELER, C.L.U. JAMES F. MacGRATH, JR. TE SURRIVARY AQUOET 
General Agent General Agent FIDELITY MUTUAL LIFE 
NEW ENGLAND MUTUAL LIFE THE UNITED STATES LIFE meee: (oo gl 
Y. INSURANCE COMPANY INSURANCE COMPANY 
x 161 WILLIAM STREET NEW YORK 38, N. Y. Arthur L. Sullivan, General Agent 
- 400 Park Ave. New York 22, N.Y. BArclay 7-4828 * 107 William Street New York 38, N. Y. 
” PLaza 1-4200 WHitehall 4-5926 
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Cash-Value Stress Aids 
Buyer And The Economy 


“Have we been understressing 
the various needs for individual 
saving and over- 
emphasizing the 


needs for protec- emphasize too strongly the sav- uly su sn : 
tion against pre- ings side of life insurance with re- 0! life Insurance. Che_ end is of 2nd vice-president; Dudley Dow. 
mature death?” spect to the best interest of most vital significance: It is no less ell, chairman of the executive 
asked Chairman people whom we serve. It is of than maintenance and increase of committee and executive Vice-pres. 

course in the national interest also, that massive contribution which jdent; Mrs. Helen S. Downes, 


Paul F. Clark of 
John Hancock, 
newly elected 
chairman of 
American Col- 
lege at the Amer- 
ican College 
hour Wednesday, at the NALU 
convention in Washington. 

Mr. Clark was introduced by Ju- 
lian S. Myrick, Mutual of New 





Paul F. Clark 


York, New York City, Mr. Clark’s national economy, the dominant té : 
immediate predecessor as American material factor has from the be- tice representatives: Robert _ E. R. Metzner, supervisor, central 
College chairman. After reviewing ginning been the increase of cap- Templin, director of agencies: service offices: Clarence J. Myers, 


the various economic and political 
forces affecting the savings situa- 
tion, Mr. Clark said: 


Last summer I had the pleasure sation: s : sani 
Reena 3 ” : education and field training. . ; 
of visiting some of the offices of Plays A Key Role _ a Old Line Life Breakfast 

“Basic to the achievement of Forrest D. Guynn, executive 


leading Swiss life insurance com- 
panies. Imagine my surprise on 
learning that of the total new ordi- 


nary business written last year in fense, is increased productivity. Life dinner Thursday evening will Thursday morning, for the Wis 
Switzerland 92% was endowment; Basic to increased productivity is be Charles T. Clayton. vice-presi- consin Life Underwriters Assn 
OG, wac « a eee 9 nie eae : é : Ac eae : ; Pes: ~ a 
3% was regular ordinary, and only savings intelligently applied. As a dent, and L. S. Evins Jr., assistant delegation. 


5% was term. The Swiss, who 
have long been known for their fi- 
nancial acumen and conservatism, 
seem to appreciate the value of 
cash value life insurance! 

The question for us remains— 
have we been understressing the 
various needs for individual sav- 
ing and overemphasizing the needs 
for protection against premature 
death? 

From a lifetime experience in 
field and home office dealing with 
the insurance needs of people of all 


ages and circumstances, an experi- 
ence moreover that has run the 
gamut of severe business depres- 
sion and great prosperity, I cannot 


Your own immediate interest as 
life underwriters requires no spe- 
cial emphasis! 

May I quote to you the follow- 
ing from the last annual report of 
the John Hancock? I have the 
temerity to do so only because a 
number of discerning critics have 
in fact mentioned it in cordial 
terms: “In the development of our 


ital assets, that is, the increase of 
savings and their embodiment in 
plant, equipment, and other instru- 
ments of production. 


higher levels of general well-being, 
as well as continuing national de- 


factor in their mobilization on the 
immense scale required by modern 
scientific research and technology, 
no less than by the needs of a 
rapidly growing population, life 
insurance plays a key role. By en- 
abling savings and investing them, 
it performs a service for which 
there is no substitute in a society 
of free men.” 

Members of the National Assn. 
of Life Underwriters, the life in- 
surance industry has made a real 
contribution to the control of in- 


flation and I am confident that the 
skills and energies of American 
life underwriters will continue 
steadfastly in our wholehearted 
dedication to the task of convinc- 
ing men and women across the na- 
tion of both the imperative nec- 
essity of savings for the future 
growth of our country and the 
truly superior investment merits 


life insurance in the United States 
makes to the fulfillment of the na- 
tional purpose and to the realiza- 
tion of the great American dream 
—a better life for all mankind. 


Northwestern Mutual Dinner 


Northwestern Mutual will give 
a dinner Thursday evening, at- 
tended by the following home of- 


Benjamin B. Snow, superintendent 
of agencies; Harold W. Baird, su- 
perintendent of agencies, and Har- 
old W. Gardiner, superintendent of 


Liberty National Dinner 
Hosts at the Liberty National 


vice-president. 


Life Of Virginia To Entertain 


Life of Virginia’s dinner Thurs- 
day evening will have from the 
home office George F. Albright, 
agency vice-president; Albert M. 
Orgain, W. Randolph Toler and 
Eugene E. Verdon, 2nd vice-presi- 
dents; Paul J. Williamson and 
John W. Murphy, assistant vice- 
presidents, and Guy E. Webb, re- 
gional director of agencies. 


] st Day 


15 From Home Office 
For N. Y. Life Dinner 


New York Life’s dinner Thurs. 
day evening at the Mayflower Ho. 
tel will have 15 home Office rep. 
resentatives. They are F. Michle 
Bishop, field secretary; |. Dixop 
Calderwood, managing editor Ny. 
lic Review; Howard H. Conley 


agency assistant: James |). Dun. 
ning, vice-president; William R 
Hart, director of public informa. 
tion, Fred J. Heck, assistant man. 
aging editor Nylic Review; Ray. 
mond C. Johnson, vice-president jn 
charge of marketing; Fred ¢ 
Kimball, director of sales training, 
Miss Ann Leonard, public rela. 
tions department; William H. Lor. 
enz, administrative assistant: John 


chairman and president, and Mrs, 
Amelia E. Reichert, assistant vice. 
president. 


vice-president of Old Line Life, 
will be the host at a_ breakfast 





From Life & Casualty 

George R. Williams, vice-presi- | 
dent and manager of the agency 
department of Life & Casualty of! 
Tennessee, is representing the) 
home office at the convention. 


Allstate Representative 

Byron K. Anderson life sales di- 
rector for Allstate Life, is attend-; 
ing the convention. 


ORR: CORRES MeRRNE oe 





FROM THE LEADING GENERAL AGENTS 


AND MANAGERS OF 





WIN C. WELDON 


Manager 


PHOENIX MUTUAL LIFE 


INSURANCE CO. 


Ist | 


Specializing in Surplus Business 
Phone: FRanklin 7-4644 
Suite 1005 
The First National Bank Bldg. 


MIAMI, FLORIDA 


GREETINGS TO THE NAL.U. on its 
7\st ANNUAL CONVENTION 


ALFRED J. LEWALLEN, C.L.U. 
General Agent 
THE MUTUAL BENEFIT 
LIFE INSURANCE CO. 
Newark, New Jersey 
Phone: FRanklin 3-7395 
880 S.W. First Street 











JAMES G. RANNI, JR. 
General Agent 
THE MANHATTAN LIFE 
INSURANCE CO. OF NEW YORK 
Phone: FRanklin 9-0616 
990 S.W. First Street 
Building 


RALPH L. STEVENS 
504 First National Bank Building 


Phone: FR 1-1588 


30 years experience 


Multi-million ordinary production 





specializing in service for other agents 
and brokers on advance type cases and 
financed life plans. Representing over 
fifteen large companies licensed in New 


York and other states as well as Florida. 





MASSACHUSETTS INDEMNITY 
AND LIFE INSURANCE COMPANY 


ROBERT J. BUCK, General Agent 


Benjamin Gindy, Brokerage Manager 


1001 S.W. First Street FRanklin 9-0631 
Brokerage and Surplus Business Invited 


GEORGE N. CHARUHAS 


General Agent 
FIDELITY MUTUAL LIFE 
INSURANCE CO. 


Phone: FRanklin 4-5133 
601 South Miami Avenue 


“Contact me for your cases in Florida” 
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Something to be 


"Tha man who wears the key of the Chartered 
Life Underwriter has equipped himself to serve 
his clients with professional competence. He 
is a much more valuable man to his company 
— to his profession — and to his clients. 


e aaa ° 
e e 
e 
% 

e ° 
* * 
Pee? 
Represents The 
Jefferson Standard 





Jefferson Standard encourages and supports 
the C.L.U. movement. For many years the 
Company has shared liberally with its agents 
the cost of participating in the C.L.U. program. 
Needless to say, we are proud of the “key” 
men in our organization! 


efferson \tandard 


LIFE INSURANCE COMPANY Home Office: Greensboro, N.C. 


13 











14 


MRS. DOYLE TELLS WLRT: 





NATIONAL LIFE CONVENTION DAILY, SEPTEMBER 14, 1960 


Being A Real Friend To Your 
Friends Means Selling Them 


By ELSIE S. DOYLE 


I believe, we in life insurance 
sales, are blessed in more ways 
than we can count. A noted doctor 
stated, “Most of the people who 
come to me for psychiatric help 
need above everything else in life 
to become interested in other peo- 
ple.” This puts many miles be- 


tween the truly dedicated life in- 
surance agent and the psychiatric 
couch. We all know in order to 
give proper service, based upon the 
needs and desires of our clients, 
you must be interested in other 
people—what happens to them, 
their families, their business, and 
their own security for the years 
ahead. 





KENTUCKY 
OKLAHOMA 
TEXAS 
ARKANSAS 
INDIANA 


A LEADER 
in the 
SOUTH & SOUTHWEST 


Writing Both Ordinary and Weekly Premium 


Life and Health and Accident Contracts 


in the STATES of: 


JOHN T. ACREE, JR., PRESIDENT 


GEORGIA 
TENNESSEE 
ALABAMA 
MISSISSIPPI 
LOUISIANA 





LINCOLN 





LIFE INSURANCE COMPANY 





HOME OFFICE: LOUISVILLE 1, KENTUCKY 


INCOME 





How many times have you 
heard it said by your associates or 
have even said this to yourself? “I 
hate to sell my friends.” I have 
often so expressed this feeling and 
I find myself thinking it even to- 
day. Haven’t you? Do you? 

‘Vell then, look out! Your atti- 
tude is dragging. 


The Right Attitude 


When you have reached the state 
of mind that you feel guilty if you 
haven’t sold your friends, or when 
you earnestly tried to do so, and 
provide them with adequate pro- 
tection, then and only then, have 
you begun to acquire the right at- 
titude about your prospects and 
your job. 

Your close friends are perhaps 
using you as an objection to buy- 
ing or as an excuse for not listen- 
ing when other underwriters ap- 
proach them. Then the burden is 
on your shoulders if you have not 
been that good friend, insurance- 
wise. 

I remember well many years ago 
when I began selling insurance, 
my manager had me prepare a list 
of all my acquaintances both busi- 
ness and social. This was my po- 
tential list, my inventory. Every- 
time I looked at these names and 
thought about having to call on 
my friends to sell them, I turned 
inside out, mentally and actually 
physically. It was almost impos- 
sible to force myself to make these 
calls. 


Inadequate Coverage 


One of my very best friends was 
married to a sales manager in a 
thriving automobile agency. I was 
really shocked to learn his only 
insurance was a $4,000 group, paid 
for by his employer. 

It wasn’t long before he was my 
policyholder. Actually, I do not 
know if I really sold him or if 
they bought the insurance just to 
give Elsie a start. But at any rate, 
with the help of my manager, we 
worked out a very nice program of 
family protection that would “in 
the event of” give Betty $300 a 
month until the children were on 
their own, and then $20,000 to her 
in cash or an income. 


l st Day 


One of the first things a ney 
agent has trouble overcoming jg 
distaste for sel}. 
ing life insurance 
to his friends, 
Mrs. Elsie g 
Doyle, Union 
Central Life 
Fort Lauderdale 
Fla., in her talk 
at the Women 
Leaders Roun 
Table “Selly 
rama” on Sun. 
day during the 
annual  convep. 
tion of NALU in Washington, p, 
C., outlined why such an attitude 
not only means that the newcomer 
to the business is neglecting a first. 
rate sales market but is, at the 
same time, not fulfilling his t¢. 
sponsibilities to close friends who 
probably need insurance. A cop. 
densed version of her speech is giy. 
en here. 





Elsie S. Doyle 





As you have anticipated, he did 
die, very suddenly. But instead of 
sitting down with her to help her 
in her sorrow and outline the 
benefits of the policy, I was con- 
fronted with the sad mission of 
informing her that Bob had let his 
policy lapse soon after we put it 
into force. 


Plight Of The Widow 


Betty was not trained for busi- 
ness, in fact, had never worked, 
but now it was a must to augment 
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the then very meager social se- 
curity benefits. Her first respon- 
sibility was the care of the chil-’ 
dren so she decided to stay home| 
with them during the day and? 
with the help of a baby sitter, take 
a job as a hat check girl in a club. 

Never shall I be able to dismiss 
my self-accusation, my deep feel- 
ing of guilt, because I honestly be- 
lieve I could have persuaded Bob 
to continue those premium pay- 
ments had I not wanted to appear 
“pushy” and bother my friends 
What kind of friendship was this 
from their self-appointed insur. 
ance counselor, as we like to flat: 
ter ourselves. We all know the 
service does not end with the de 

(CONTINUED ON PAGE 42) 





THESE SAN FRANCISCO GENERAL AGENTS AND MANAGERS 
EXTEND BEST WISHES 


TO THE 


71st ANNUAL 
N.A.L.U. MEETING 





A. D. HEMPHILL, C.L.U. 


Agency Manager 


THE EQUITABLE LIFE 
ASSURANCE SOCIETY 


EXbrook 7-0800 
120 Montgomery S$*. 


San Francisco 4 


J. DENNY NELSON 


AETNA LIFE INSURANCE CO. 


220 Montgomery St. — San Francisco 4 


General Agent 


“Brokerage Service” 


Telephone YUkon 2-4040 





ee 





Suite 614 





| Life, Group 


UNION MUTUAL LIFE INSURANCE COMPANY 


PAUL R. HOFFHOUS, BRANCH MANAGER 
JAMES C. RYAN, GROUP MANAGER 


114 Sansome Street San Francisco 4, Calif. 
YU 2-9170 


Non-Cancellable Sickness & Accident 


433 California St. 








B. W. WALKER 


Inspector of Agencies 


NEW YORK LIFE 
INSURANCE COMPANY 


DOuglas 2-6820 


San Francisco 








DAVID S. KAMP AND ASSOCIATES 


HARRY W. DAY, Asst. Gen. Agent 


NEW ENGLAND MUTUAL LIFE 


333 Pine Street 


General Agents 


Brokerage Service 


INSURANCE COMPANY 


EXbrook 2-0888 
San Francisco 4 


——— 
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Ist Day 


Hendley Reports On 
Cooperation With 
Chamber Of Commerce 


Following is the report of Presi- 
dent W. S. Hendley Jr. of NALU 
as national counselor of the U. S. 
Chamber of Commerce. He de- 
livered his report at the NALU 
national council meeting. 


The life insurance business is 
dependent tor its existence upon 
the maintenance of a sound free- 
market economy. The prosperity 
of our business will be propor- 
tionate to the freedom with which 
our economic system is permitted 
to function. 

Recognizing these basic facts, 
the National Assn. of Life Under- 
writers has, for’ many _ years, 
worked closely with the Chamber 
of Commerce of the United States 
to support our free-market system 
and to resist undue government 
interference with the exercise of 
individual initiative and freedom. 


NALU A Voting Member 


Our association is a_ voting 
member of the chamber. We vote 
in the election of its board of di- 
rectors, and we vote on all of its 
policies which determine specifi- 
cally what the chamber stands for 
and what action it takes. 

Robert P. Tinnin, Albuquer- 
que, N. M., general agent of Oc- 
cidental Life of California, is cur- 
rently serving a two-year term as 
a member of the chamber’s board 
of directors. 

Life insurance is also repre- 
resented on the chamber’s board 
by H. Bruce Palmer, president of 
Mutual Benefit Life, and H. Ladd 
Plumley, chairman of State Mutual 
Life. 


Cites A. W. Defenderfer 


Arthur W. Defenderfer, here in 
Washington, who is well-known to 
all of you as the able chairman of 
our building committee, is a mem- 
ber of the chamber’s insurance 
committee. 

In this very brief report to you 
today, I want merely to mention a 
few of the things which the na- 
tional chamber is doing of par- 
ticular interest to us, as underwrit- 
ers, and to show you why it is so 
important that you support this 
work individually in addition to 
the participation which comes 
from our national headquarters. 


Lauds Leadership 


Many of you are familiar with 
the magnificent leadership which 
the national chamber has given 
this past year in opposing exten- 
sion of the social security act to 
include health care for the aged— 
and also in showing the business 
leaders of the country and others 
ow effectively the health care 
problems of older people are being 
met by continued expansion and 
Improvement of voluntary insur- 
ance, 


This fight is far from ended. Al- 


YUM 


NATIONAL LIFE CONVENTION DAILY, SEPTEMBER 14, 1960 


Three CLU Institute Scholarships Are 
Established To Honor Robert L. Woods 


though the various insurance as- 
sociations are doing such a grand 
job, we need also to give unstint- 
ing support to the use of the na- 
tional chamber’s facilities to car- 
ry the message to business lead- 
ers everywhere. 
Fought NSLI Reopening 

The national chamber continued 
its fight this year against efforts 
to reopen the sale of National 

(CONTINUED ON PAGE 36) 


Three scholarships to the 1961 
CLU institutes have been estab- 
lished by Massachusetts Mutual in 
honor of Robert L. Woods, general 
agent for the company in Los An- 
geles and outgoing president of 
American Society of CLU. An- 
nouncement of the scholarships 


15 


was made this morning at the 
breakfast meeting of American So- 
ciety of CLU here at the NALU 
convention. In _ presenting the 
check to the society through Mr. 
Woods, Charles H. Schaaff, execu- 
tive vice-president of Massachu- 
setts Mutual, said that the scholar- 





futures. 


“Retirement Age.” 





Good life insurance agents are in 
this business because they like the 
independence it affords them. 


These are the people who believe in 
themselves strongly enough to “go 
into business for themselves” and 
make their own decisions on how to 
best plan their own financial 


Any good planner looks forward 
to the time when he can feel fi- 
nancially secure. For most men 
this doesn’t come until after re- 
tirement. However, the Kansas 
City Life Key Man doesn’t have 
to wait for retirement. 


Through our Persistency Re- 
newel Commission Plan the 
Kansas City Life Key Man 
has the opportunity to enjoy 
“Retirement Pay” before 


AT KANSAS CITY LIFE 
THE AGENT IS 
KEY MAN 






















KANSAS CUI LIFE 


INSURANCE 


HOME OFFICE / BROADWAY AT ARMOUR / KANSAS CITY, MISSOURI 
REPRESENTED IN 41 STATES AND THE DISTRICT OF COLUMBIA 


COMPANY 
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ships will be awarded to CLUs re- 
yf company affiliation, in 
for outstanding Char- 
Underwriter chapter 


gardless « 
recognition 
tered Life 
leadership. 

“Those of us 
Woods best are 


who know Bob 
aware of his great 
interest in the continuing educa- 
tion of chartered life underwriters 
and in the development of strong 
leadership at the chapter level,” 
Mr. Schaaff told society members 
in the grand ballroom of the May- 
flower Hotel. 


Encouragement To Others 


“We think it is particularly fit- 
ting to honor Bob in a manner 
that may encourage others to fol- 
low in his footsteps. So, Massa- 
chusetts Mutual has chosen to ex- 
press its admiration for the out- 
standing and dedicated leadership 
Bob has given, and his devotion to 
the professional concept of life un- 
derwriting, by providing a scholar- 
ship to each of the CLU institutes 


NATIONAL LIFE CONVENTION 


will be known as 
the ‘Robert L. Woods CLU Insti- 
tute Scholarships’ and will be 
awarded to CLUs selected by the 
CLU Institute board's scholarship 
committee.” 

The society has conducted 26 
CLU institutes since the program 
was inaugurated in 1946. These 7- 
10 day graduate-level seminars are 
open to all CLUs as a part of the 
society’s continuing-education pro- 
gram for members. The sites and 
dates of the 1961 institutes will be 
announced later. 


in 1961. These 


Sun Life (Canada ) Dinner 

Sun Life of Canada will give a 
dinner Thursday evening for com- 
pany people and guests at the con- 
vention. Home office officials at- 
tending are J. A. McAllister, vice- 


president, agencies; W. G. At- 
tridge, director of agencies; A. A. 


Stanley, assistant director of agen- 
cies; K. H. Deane, superintendent 
of agencies, western U. S.; M. D. 
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Loucks, superintendent of agen- 
cies, western U. S.; and W. R. 
Walters, superintendent of sales 
promotion and training. 


From Equitable Life Of D. C. 
On hand at the convention from 
Equitable Life of Washington, 
D. C. are Lloyd A. Brewer, agen- 
cy vice-president; J. Harold Gate- 
wood, manager of agencies and J. 
J. Perunko, manager of agencies. 


General American Dinner 
Frederic M. Peirce, president, 
and Frank Vesser, vice-president 
agency division, will be hosts at 
General American Life’s dinner 
Thursday evening. 
From North American, Ill. 
William L. Boyce, regional agen- 
cy superintendent for North Amer- 
ican Life of Chicago, is represent- 
ing the home office at the conven- 
tion. 


H st Day 


Belknap Is Host At Dinner 
For United States Life 


United States Life will hold g 
reception and dinner at tiie Con. 
gressional Country Club Thurs. 
day. Attending will be Ra ‘ymond 
H. Belknap, president ; Gordon E. 
Crosby Jr., vice-president and dj. 
rector of agencies; Kenneth | 
Ludwig, superintendent of agen. 
cies (eastern region); James T. 
Richie Jr., director of training, and 
Marvin J. Weil, assistant to diree. 
tor of agencies. 


From Life Of Georgia 
Attending the convention from 
Life of Georgia home office are 
I. M. Sheffield Jr., chairman, Rap. 
kin M. Smith, vice-president for 
field operations, W. Sheffield Owen 
vice-president for business develop. 
ment, Truett D. Wakefield, direr. 
tor of training, Maurice Hartzler, 
assistant director of training, G, § 
Cutini, director of agencies. 





one of the 








nd gne of at 


Comparable year-to-date figures continue to show that 
Central Life’s sales consistently run well ahead of the life 
insurance industry as a whole. There are several reasons 
why this is so— and Central Life agents agree that an 
important one is true graduated premium on all plans 
(except single premium). The quantity discount idea, first 
introduced in the United States by Central Life in 1955, 
is another example of the sales-minded leadership that’s 
making “One of the Best’ one of the busiest, too! 


Coutial Le 


ASSURANCE COMPANY, 


DES MOINES 6, IOWA 


Progressive and competitive, yes ... but not 


at the expense of financial security 


EP BES cn SR Rs a 


ASSETS | $175 Million 
SURPLUS | $144 Million 
INSURANCE | $620 Miliion 
IN FORCE 


Lafayette Life... 


instead, just look at the benefits you get: 


Z. commissions ... lifetime renewals... full vesting of 
no collection penalties (death, retirement, or termination) 
..and a generous pension plan. Lafayette keeps you happy with 
this sound, fair, easy-to-understand contract; 
friendly support through modern sales tools, progressive 
merchandising methods, interim financing, and a liberal, 
realistic compensation plan. Get the benefits of a 
no-fine-print contract. Join Lafayette now. Write in 
confidence to W. J. “Bill” Mattingly, Director of agencies .. . 


renewals... 


Lafayette 


LIFE INSURANCE COMPANY 
M. V. Goken, President 





with active, 





LAFAYETTE, INDIANA 





Inquiries invited from Indiana, Ohio, Illinois, Michigan, Iowa, Nebraska, 
Missouri, Pennsylvania, Wisconsin, Kentucky, Virginia, Texas, Arizona, 
New Mexico, Tennessee, Colorado, Wyoming, New Jersey, Florida, West 
Virginia, Maryland, District of Columbia, Minnesota and adjacent states. 
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Ist Day 


FROM DENVER ... GREETINGS TO 


NATIONAL LIFE CONVENTION DAILY, SEPTEMBER 14, 


SEE YOU IN DENVER IN ‘61’ , 


1960 














M. LAKIN HUNTER, C.L.U. 


General Agent 


MUTUAL/ LIFE INSURANCE COMPANY 


655 Broadway Bldg. KE 4-7244 


Denver, Colorado 


H. PRESTON SMITH 
General Agent 
THE MUTUAL BENEFIT LIFE 
INSURANCE COMPANY 


818 17th Street KE 4.8178 
Denver, Colorado 


NELSON C. KRUM, C.L.U. 
Manager 
CONNECTICUT GENERAL LIFE 
INSURANCE COMPANY 


1008 Patterson Bldg. MA 3-6243 


Denver, Colorado 








J. R. “DICK’’ BARNES, C.L.U. 
and 
J. TOM McCUSKER 


General Managers 
NEW YORK 
LIFE INSURANCE COMPANY 
1700 Broadway 210 Guaranty Bank Bldg. 
AM 6-1961 TA 5-6281 


JOHN S. STOBBELAAR 


General Agent 
THE NORTHWESTERN MUTUAL 
LIFE INSURANCE COMPANY 
818 17th St., Suite 1111 AC 2-1777 


Denver, Colorado 


ROBERT H. PERKINS 


Branch Manager 


GREAT-WEST LIFE 
ASSURANCE COMPANY 


508 Railway Exchange Bldg. AL 5-0421 


Denver, Colorado 








DEVITT-WRIGHT AGENCY 
FRANK H. DEVITT 


ROY R. WRIGHT, C.L.U. 
THE CAPITOL LIFE 
INSURANCE COMPANY 


(Established 1905) 
610 Guaranty Bank Bld. 
Denver, Colorado 


AM 6-0281 


De WITT JONES, Jr. 
General Agent and Associates 

THE CONNECTICUT MUTUAL LIFE 
INSURANCE COMPANY 


105 Fillmore St., Room 210 DU 8.-4031 


Denver, Colorado 


D. J. ‘‘DON”’ DRAXLER 


General Agent 


BANKERS LIFE OF NEBRASKA 
DU 8-241] 


Denver, Colorado | 


275 Josephine St. 








SOHN R. HARTLEY, C.L.U. 


General Agent 


MASSACHUSETTS MUTUAL 


LIFE INSURANCE COMPANY 
1827 Grant St. TA 5-4258 
Denver, Colorado 


DONALD O. CRAMER 


Manager 


DONALD O. CRAMER AGENCY 


THE PRUDENTIAL INSURANCE 
COMPANY OF AMERICA 


250 Josephine St. FL 5-4431 
Denver, Colorado 


LEE VRANEK 
Branch Manager 
THE MANUFACTURERS LIFE 
INSURANCE COMPANY 


444 Ist National Bank Bldg. KE 4-0841 


Denver, Colorado 











SECURITY LIFE & ACCIDENT 
INSURANCE COMPANY 


GENE D. IKENBERRY 
AND 
JAMES S. POBRISLO 
General Managers 
526 Security Life Bldg. 1825 Emerson St. 
E 4-7647 AL 5-2115 








GEORGE CORCORAN 


State Manager 


George Peacock, Dist. Mgr. 
Melvin S. Weiner, Dist. Mgr. 


NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 
655 Broadway—Suite 615 AL 5-4833 








J. T. ALLEN, Jr., C.L.U. 
General Agent 
KANSAS CITY LIFE 
INSURANCE COMPANY 


1036 Gas & Electric Bldg. MA 3-229] 
Denver, Colorado 
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Tells Why Orphan Policyholder Is 
A “Natural” For Another Policy 


By LAURA M. BENHAM 

Everyone knows the definition 
of the usual orphan, but the or- 
phans I am about to talk about 


are somewhat different, and yet 


similar. 
A life insurance orphan is a 
policyholder whose agent has left 


‘It takes more 
than a desk 
and phone!” 


" 
“A place to prop your feet or 
a number in the phone book 
do not make a successful 
agency. It takes full time pro- 
fessional management to make 
an agency go, management 
whose first and only concern 
is building an agency. Fidelity 
Bankers Life gave me the op- 
portunity. They gave me sound 
management training. And just 
as important, they gave me 
the backing and the time it 
takes to build an agency.’ 

These are the words of W. 
Clarence Carter, General Mana- 
ger of Fidelity Bankers Life's 
Virginia Agencies. Carter’s 
agency system produced over 
seven million dollars in its 
third full year. Much more than 
a desk and phone can be avail- 
able to you, too. 


Write: 

Richard H. Guilford 
Vice-President 

5001 West Broad Street 
Richmond, Virginia 

















the business, or else their insurance 
has been transferred from another 
area with the agent left behind. 
Most of these people know little 
about what they have or even what 
beneficiary they named to receive 
the proceeds. 

In our agency, aren't 


and we 


Fidelity Bankers Life Insurance Corporation 


1960 


particularly different from any 
other, we have hundreds of policy- 
holders in both categories. 


Prospecting Solved 


An orphan policyholder is a 
natural for you women who really 
want to render service and sell 
insurance. Your prospecting prob- 
lem is solved, and you have a 
qualified prospect. 

If the orphan had not believed 
in insurance as a prudent and nec- 
essary purchase, he wouldn't have 


] st Day 


Mrs. Laura M. Benham, Pruden. 
tial, Niagara Falls, N. Y., in he 
talk at the Wo- , 
men Leaders 
Round Table 
“Sellarama” 
Sunday during 
the annual con- 
vention of 
NALU in Wash- 
ington, D.C., ex- 
plained that her 
agency has hun- 
dreds of orphan 
policyholders 
and that most agencies have a llke 
number. Her speech, a condenseq 
version of which is given here, tells 
how these orphans can be a prime 
source of sales for producers, mep 
and women alike. 


Laura M. Benham 


—— 


bought in the first place. So yoy 
don’t have to generate interest, 

Secondly, he needs service. There 
are few people in this world whos 
situation doesn’t change one way 
or another. We try to impress 
upon people the need for a good 
look at their insurance holdings 
every few years. If your agency 
doesn’t follow up or bother with 
these orphans, believe me, some 
other agent will. 

Just to show what happens 
when a policyholder isn’t called on 
as he should be, I made three} 
service calls one evening not long 
ago. Each of the persons had pur- 
chased insurance one or morel 
times since purchasing the origin- 
al policy, but not from my com-} 
pany. Some other agents had 
called, illustrated the need, and) 
made the sale. These were sales 
which we could have had if a) 
service call had been made by one 
of our agents as soon as the policy- 
holder became an_ orphan. In 
cidentally, each one of these pol- 
icyholders said he had never seen 
or heard from the agent since he 
purchased from my company. 


A Ready-Made Market 


In other words, orphans are 
ready-made market. Your call-tef 
luctance should be nil. | 

Your manager should be happy} 
to give these orphans to an aget 
who will conscientiously follov 
them up. On the other hand, if you 
get some, and don’t follow ther 
up, you probably will get no mort 

My subject is “Orphans Remem: 
bered,” and so I’m going to tell yo 
about two orphans I really do tt 
member. They were entirely di 
ferent situations, but just becaus 
of their dissimilarity, they will motg 
than illustrate the value of workin 
on such leads. ; 

The first one resulted in $ly 
090,450 of business over the pi 
14 years—that’s one [ll NEVER 
forget! oO 

The second one, $60,000 in @ 

This is how it all started. | 
1946, I complained to my manage 
that I had nothing to do in th 
daytime, and I was tired of worl 
ing mostly at night. 

He sent me a complaint from! 
local manufacturing compal! 
with instructions to give them tt 





(CONTINUED ON PAGE 38) 
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This is what S. L. Latimer, Jr., editor and pub- 
lisher of South Carolina’s largest newspaper, 
The Columbia State, says about Bill Hendley. 
And anybody who knows Bill Hendley even 
slightly will agree that this is so. 

The past year he undertook the job of NALU 
president. It was a crucial year in many respects. 
Far-reaching decisions confronted the Associa- 
tion. But quietly and efficiently, Bill Hendley 
has guided the NALU to new national stature. 


His credo: “Just as every citizen has responsibil- 





William S. Hendley, Jr., Retiring President of NALU 


“WHATEVER HE UNDERTAKES, HE DOES WELL" 


ities as a stockholder in government, every under- 
writer should be a participating member of the 
organization that is improving his professional 
status.” His long service to civic endeavors and 
NALU proves he lives by what he believes. 


We at Mutual Of New York join NALU mem- 
bers everywhere in saluting Bill Hendley. Many, 
many thanks, Bill, for a big job well done. And 
thanks too for the splendid job you’re doing as 
one of MONY’s outstanding and conscientious 
life underwriters. 


Muwa 6- New Yorx 


The Mutual Life Insurance Company Of New York, New York, N. Y. 
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Your Brokerage and Surplus Business Solicited 
All Forms of Ordinary Group and Pension and 
Profit-Sharing Plans 
Non-Cancellable Accident and Health 


JOSHUA B. GLASSER ASSOCIATES 
General Agents 
CONTINENTAL ASSURANCE COMPANY 
Illinois Leading Life Insurance Company 
39 Seuth LaSalle Street 


Chicago 3, Illinois CEntral 6-1295 








FREEMAN J. WOOD 
General Agent 
LINCOLN NATIONAL LIFE INS. CO. 
208 S. LaSalle St. Tel. CEntral 6-1393 
An Agency Well Equipped To 
Handle Brokerage Business 








THE HUNKEN 
AGENCY 


THE CONNECTICUT MUTUAL LIFE 
Telephone CEntral 6-5700 
One North LaSalle Street, Chicago 








CHICAGO'S LEADING 


— ae GREETINGS TO THE 


DAILY, SEPTEMBER 14, 


1960 ist Day 

















THE SWANSON AGENCY 
General Agents 
NEW ENGLAND MUTUAL 
LIFE INSURANCE CO. 


2080 Board of Trade Bldg. 
HArrison 7-8090 


For Service—Information—Field Assistance 


THE EARL C. JORDAN AGENCY 


MASSACHUSETTS MUTUAL LIFE 
INSURANCE COMPANY 
Suite 1616 One N. LaSalle Bldg. RA 6-0060 
John R. Breese, Stephen W. Edwards, 
Assistant General Agents 
Earl W. Hatch, Brokerage & Pension Planning Mgr. 


FRANK G. LOTITO 


General Agent 
LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


105 S. LaSalle St. 
CEntral 6-5631 


Suite 710 








ROBERT C. FAGAN, PRES. 


Crown Associates, Inc. 
General Agents 
CROWN LIFE OF CANADA 
208 S. LaSalle St. FInancial 6-7318 
Best Canadian rates and Commissions 


CHARLES T. ROTHERMEL, JR., C.L.U. 


General Agent 


ln Manecck 


MUTUALS LIFE INSURANCE COMPANY 


135 S. LaSalle St. 
CEntral 6-6400 


Chicago 


HAROLD V. HAYWARD 
Agency Manager 
NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY 
79 W. Monroe St. FRanklin 2-7834 








BUD JOHNSON 


General Agent 
NATIONAL LIFE OF VERMONT 


120 S. LaSalle Street CEntral 6-2500 


NORTH AMERICAN LIFE ASSURANCE 
OF TORONTO, CANADA 


ROBERT S. BOWLES, C.L.U., MANAGER 


2004 Board of Trade Bldg. WaAbash 2-0737 





CHARLES E. BUTLER 
General Agent 
FIDELITY MUTUAL LIFE 
INSURANCE COMPANY 


Tel. HArrison 7-3255 


1440 Board of Trade Bldg. Chicago 


Ist 











Estate Planning and Business 
Insurance Service to Brokers 
We specialize in the “hard to handle” cases 


HERBERT GEIST, C.L.U. 
General Agent 
MASSACHUSETTS MUTUAL LIFE 
INSURANCE COMPANY 
175 W. Jackson Blvd. HArrison 7-1266 


RAPPAPORT AGENCY 


General Agents 
PACIFIC MUTUAL LIFE 


Earle S. Rappaport, (.1..U. 
Eugene Rappaport, C.L.U. 
141 W. Jackson Blvd. WArrison 7-7244 
Chicago 


STEIN & HENDERSON 


General Agents 
A. D. Stein 

















Arwood Henderson 


AETNA LIFE INSURANCE COMPANY 
120 S. LaSalle St. Chicago, Illinois 
Telephone ANdover 3-1920 



















VYOUNGBERG-CARLSON co. 


eneral Agents 
CONTINENTAL ASSURANCE CO. 
All Form Ordinary, Group and Pension Plans 
Non-Cancellable Accident and Health 
Guaranteed Renewable Major Medical 
M LELAND, MGR. 
223 W. Jackson Blvd. Chicago 6 WEbster 9-7000 

“Brokerage & Surplus Business Solicited” 








JOHN O. WILSON 
General Agent 


THE MUTUAL BENEFIT 
LIFE INSURANCE COMPANY 


One North LaSalle St. RAndolph 6-3444 











ARTHUR W. RUFF 


General Agent 


OCCIDENTAL LIFE INSURANCE CO. 
of California 
Complete Brokerage Facilities for 
Life—Accident & Sickness 


175 V 





400 W. 144th St. Chicago 27 Viking 1-0485 
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worustfiirs qesuaance COMPANY 


BEAN AND JONES, INC. 


General Agent 
39 South LaSalle Street 
Telephone RAndolph 6-9336 
Chicago, Il. 








PHOENIX MUTUAL LIFE INSURANCE CO. 
LA SALLE AGENCY 
Robert K. Schott, C.L.U., Mgr. 
John W. Howard, Brokerage Supv. 


Telephone RAndolph 6-1194 
222 W. 
Chicago 6, Illinois 


‘Suite 745 Adams 








CHICAGO BRANCH OFFICE 


CONTINENTAL ASSURANCE CO. 


J. GORDON MICHAELS, MGR. 


175 W. Jackson Blvd. WaAbash 2-3410 
Chicago 









































GEORGE ;- ae WALTER C. LECK AGENCY MASSACHUSETTS INDEMNITY 
NEW ENGLAND MUTUAL LIFE STATE MUTUAL LIFE ASSURANCE CO. AND LIFE INSURANCE COMPANY 
E INSURANCE COMPANY OF AMERICA John T. McDonough Agency 
Walter C. Leck General Agent . 
Oldest New England Mutual date One N. LaSalle FRanklin 2-7822 
“ : 2 : 309 W. Jackson Blvd. Chicago 6, Ill. 
pane Life Agency in Chicago eeteis ie 7.4110 i Brokerage & Surplus Business Invited 
105 W. Adams St. CEntral 6-1300 
D oie Sag rie gree eo JOHN H. JAMISON 
If we can’t issue it—we tell you who will and ASSOCIATES J. JEROME MILLER AGENCY 
i JOHN W. LAWRENCE, C.L.U. General Agency Caner 
IFE General Agent NORTHWESTERN MUTUAL LIFE SECURITY BENEFIT LIFE INS. CO. 
MASSACHUSETTS MUTUAL LIFE INSURANCE COMPANY 208 S. LaSalle St. Suite 776 
in 2-7834 INSURANCE COMPANY 208 So. LaSalle St. Suite 2010 enihiliaiaiin 
135 S. LaSalle St. ANdover 3-1820 STate 2-0633 
R. M. MAC CALLUM 
FREDERICK |. SMITH pale SOC 
| General Agent and AS IATES —a 
; “Brokerage Exclusively” Vaca oiaaeare Profitable Agency 
THE MANHATTAN LIFE INSURANCE R. M. Mac Callum C.L.U., General Agent Opportunities Available 
COMPANY OF NEW YORK Martin R. Haveisen, Group Supervisor CHICAGO SERVICE OFFICE 
Chicage One N. LaSalle Street RAndolph 6-0540 oy Syn - City National ~—- i. 120 S. LaSalle St. FRanklin 2-0823 
DON R. JENSEN & CO. GEORGE H. GRUENDEL, C.LU. O. EMBRY MOATS AGENCY 
The Agents’ Agency General Agent MUTUAL OF NEW YORK 
2 NEW ENGLAND MUTUAL LIFE 0. Embry Moats, C.L.U., Mgr. 
AMERICAN UNITED LIFE INSURANCE COMPANY Howard B. Fischer, Brokerage Supv. 
INSURANCE COMPANY Telephone CEntral 6-7400 
[PANY CHICAGO 209 So. LaSalle RAndolph 6-6514 Sa nee ; 
,, Illinois 330 S. Wells St. WE 9.5240 SKOKIE 64 Old Orchard ORchard 4-1805 38 S. Dearborn St. ‘ities Suite 605 














MOORE, CASE, LYMAN & 
HUBBARD 


General Agents 


492. (nT mmeck 


worual fiiee aieineabows COMPANY 


Timothy J. Sullivan 





175 W. Jackson Blvd. WaAbash 2-0400 








, a 





OCCIDENTAL LIFE INSURANCE 
COMPANY OF CALIFORNIA 
135 S$. LaSalle St. Chicago 3 


ANdover 3-1883 








ALEXANDER & COMPANY 


Wade Fetzer, Jr., C.L.U. John H. Sherman 
Harry G. Walter, C.L.U. 
General Agents of 
THE PENN MUTUAL 
LIFE INSURANCE COMPANY 


135 South LaSalle St. FRanklin 2-7300 


icago 
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Parsons Tells Methods That Have Kept 
Him Consistently At Top Sales Levels 


Iam a very average guy who 
has been very lucky. I’ve been 
lucky in many ways, but in con- 
tributing to the measure of success 
I have had over the years, there 
are three factors that have played a 
major role. 

First, I am blessed with a wife 


who has always been a model for 
me of what’s right and fair and 
honest and unselfish. 

Second, I have been lucky in the 
fact that those with whom I have 
done business over the years have 
been loyal and appreciative. 

Third, I am lucky that my work 


habits are good. I’m just lucky 
that I got on the right track when 
I started in the business. 

I believe that the majority of the 
members of the Million Dollar 
Round Table are like myself. We 
like to listen to all the details of 
pension and profit sharing plans, 








Gentlemen 


Mr. General Agent 
are you among the .. . 


The stimulant you’ve been looking for . . . 


Top Commissions - Plus! Hospital Plans - Plus! 
Par and Non-Par - Plus! 
Franchise - Plus! 


Health & Accident - Plus! 


Sth DIVIDEND OPTION AVAILABLE ON ALL PAR PLANS! 
This gives you an honest competitive edge over anyone! 


Will write up to $1,000,000 on any one life. 


Sorry, Gentlemen — Pennsylvania only (for now)! 


x *§ & 


7 . PHONE °¢ 
‘+A PL: Director of Agencies 


NAN OO) ol = 


15TH STREET AT WALNUT 


Sub-standard to 1500% 


WRITE @¢ WIRE 


ROBERT R. FELTMAN 


LIFE 


PHILADELPHIA, PA 


Here is a challenging opportunity for ground floor growth with 
a brand new Pennsylvania Life Insurance Company! 


Minimum Deposit Plan - Plus! 
Group - Plus! 


INSURANCE 


PENNYPACKER 5S-7910 


of the 





COMPANY 





ras ehh 
rari rad 


‘st Day 


Harold S. Parsons, for man 
years an outstanding producer for 
Travelers in Log 
Angeles and a 
past chairman of 
the Million Dg). 
lar Rounc Table 
outlined his suc. 
cess fo: mula 
Wednesday 
the NALU an- 
nual convention 
in Washington 
as one of the fea. 
tured speakers a 
the Million Dollar Round Table 
Hour. Here is an extended excerpt 
from his talk, “Taking a Look a 
Ourselves.” 





Harold S. Parsons 








split-dollar key man plans and oth. 
er advanced underwriting ideas— 
but have yet to write our first case 
on any of these plans. 


Envies The More Expert 


I envy those of you who are more 
expert than I am, but I decided 
long ago that my production and 
income would be greater, and the 
continuing responsibility to my 
clients would be better served, if 
I stayed on the same track and 
constantly attempted to improve 
what I was doing. 

So, to those of you who, like my- 
self, have not written a split-dollar 
or pension case but are curious to 
know what it feels like, let’s take 
a look at ourselves. 

First, are we making the best 
use of our time? Do we keep our 
prospect card files at home, so we 
can plan the next day’s calls and! 
appointments the evening before? 
Do we start out to our first call in 
the morning instead of going to the 
office where we are sure to get in- 
volved? 


Proposals Too Complex? 


Second, are we allowing our- 
selves, our thinking, our discus- 
sions and proposals to become too 
complicated ? 

I believe there is nothing more 
important in an interview and pro- 
posal than simplicity, especially 
when the prospect has to do a sell- 
ing job to the little lady when he 
gets home. If he is confused, how 
can he sell her? 

This is one subject on which | 
feel pretty strongly. I wonder if 
the urge to make things fancy ant 
complicated is an indication 
confused thinking? 

And now, for a third look a 
ourselves. Are we as conscious a 
we should be at all times of the 
word “responsibility”? Do we fol 
low through year after year with 
those for whom we have written 
life insurance? If not, we are fail 
ing in the responsibility we owe to 
those individuals and their families 
and at the same time we are miss 
ing the satisfaction that comes from 
a continuing friendship and cot 
fidence—not to mention the com 
missions that come from the repei! 
business from those clients. 


Stresses Responsibility 


I use the word “responsibility 
regularly with both clients ant 
(CONTINUED ON PAGE 28) 
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The Equitable Life 
of Abe Harris in 


New York City 



















Abe Harris, shown on a recent Mediter- 
ranean cruise with his wife, Bea, is one of 
Equitable’s all-time greats. Has written 
over a million dollars annually for 34 
years. Last year it was $4,000,000! Abe is 
a member of the J. V. Davis Agency 
in New York City. 


Equitable’s President, 
James F. Oates, Jr., thanks 
Abe for his many services. 
Abe gives talks all over the 
country on Pension, Cor- 
porate, and Estate planning. 
He has been called “a cham- 
pion of champions.” In 1956 
he was named National 
Honor Agent, a lifetime 
award. 





He works as hard on juvenile policies as 
on the big ones. During the 1959 April 
campaign he closed 79 Ordinary cases for 
a total of $1,056,000! 























Is a civic leader in suburban Hewlett, L. I. 
Auditorium of Temple Beth El is dedicated 
to him. In the depression year of 1932, he 
headed fund drive which paid off entire 
building costs. 





Relaxes with daughter, son-in-law, and grand- 
children. Abe, now 68, devotes full time to his 
main hobby-—selling. Catches the 6:42 to New 
York City every morning, and puts in a 
twelve-hour day. 


A Man’s Prestige somehow goes 
hand in hand with the prestige of the 
company he represents. This is why 
Abe is proud to be a life underwriter 
for Equitable. It is a full life. And a 
rewarding one. Living Insurance 
is more than a need...it’s a 
career! 


The Equitable Life Assurance Society of the United States 


Home Office: 393 Seventh Avenue, New York 1, N.Y. ©1960 
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RAYMOND RAUCH 


General Agent 


GOVERNMENT PERSONNEL MUTUAL 


1120 Connecticut Ave., N.W. 
Suite 1060, Bender Bldg. 


RICHARD C. BOURNE, C.L.U. 
General Manager 
THE WASHINGTON AGENCY 
OF 
LIFE INSURANCE COMPANY 
OF NORTH AMERICA 


1001 Connecticut Ave., N.W. EX 3-581] 


ee, 


JACK E. CROFOOT 


Branch Manager 
Percy Uhlinger, Brokerage, Mgr. 
Stanley J. Herlehey, Branch Secy. 
THE MANUFACTURERS LIFE 
INSURANCE COMPANY 


City Bldg. 1612 “K” St, N.W. ST 3-7660 








J. HICKS BALDWIN, C.L.U. 
General Agent 
NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY 


720 Woodward Bldg. EX 3-3211 


EDWARD H. VON DECK 


Manager 
SHENANDOAH LIFE 
INSURANCE COMPANY 


544 Washington Bldg. DI 7-1232 


THOMAS F. BARRETT, JR. 


General Agent 
CONNECTICUT MUTUAL 
LIFE INSURANCE 


1413 “K” St., N.W. NA 8.3926 
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Greetings to the N.A.L.U. 
Convention from Washington, D.C. : 


Washington’s General Agents and 
Managers send Best Wishes to the 
Members of the National Association 
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WER Uric here 


g,| Awaited ‘- 
PERF ()RMANCE # 
Is About 4 


The maestro is ready ... the instruments 
tuned ... an eager audience awaits. Now, 
when you take your place, you can play an im- 
portant part in the most epic development inthe \ 
insurance field since the advent of group insurance. — 
All you need is the score. This is why we cordially 
invite you to visit with us in our Hospitality Suite dur- 
ing your NALU Convention stay in Washington, the 
Home Office City of VALIC. We want to welcome you to 


Washington, and we want to introduce you to the variable 
oneering leader in this dynamic new develop- 


annuity and the pi 
ment, VARIABLE ANNUITY LIFE INSURANCE COMPANY. 
When we get together we can give you the full story of our field 
organization expansion . . . including facilities for brokerage busi- 
to offer your clients this exciting new 


ness. This may enable you 
retirement program about which they are inquiring. 
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1960—A Memorable Year in the History of Life Insurance— 
The Year in Which the Variable Annuity Came of Age 


February—VALIC obtained the necessary ex- 
emptions by the Securities and Exchange Com- 
mission to permit the Company to issue the 
variable annuity under joint-federal-state juris- 
diction . .. thus concluding three years of litiga- 
tion to determine the jurisdictional status of 
VALIC and the variable annuity. 


May—VALIC was granted the first effective 
prospectus for a variable annuity contract... 
the first prospectus ever issued by a life insur- 


ance company for annuity contracts. 


August—VALIC completed the largest new under- 
writing of life insurance stock in the history of the 
industry and received net proceeds of almost 
$11,000,000 for addition to capital and surplus... 
thus providing substantial additional resources for 
the development of this new financial concept and 
the rapid expansion of VALIC’s agency plant. 


For full information about VALIC and the availability of 
the variable annuity for sale in your state, contact: 


VARIABLE ANNUITY LIFE INSURANCE COMPANY 
1832 M Street, N. W. e Washington 6, D. C. e FEderal 8-6300 
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(CONTINUED FROM PAGE 22) 
prospects. The former have my 
assurance that I have accepted the 
responsibility of their life insur- 
ance, and that I shall see them at 
regular intervals to review their 
programs in order to revise and in- 
crease as may be necessary. 

This word responsibility is an 
important one. 

For us, it means the acceptance 
of an obligation and being organ- 
ized to fulfill it. For us, too, it 
means more repeat business in the 
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future—and more referred leads 
than would otherwise be the case. 
For our client it means the advan- 
tages in having one person who will 
watch and adjust his program to 
changing needs over the years—it 
relieves him of having that respon- 
sibility himself—and it spares him 
from having a hodge-podge pro- 
gram that might work a hardship 
on his family at his death. 

And now, for a fourth look. How 
is our mental attitude—about our- 
selves, about others, about this 





business we're in and the oppor- 
tunities it holds for us? 


Some Fade Away 


I know that a certain percent- 
age who qualify for MDRT fade 
away and fail to become life mem- 
bers. Lack of proper work habits 
is probably the No. 1 reason—but 
next in importance, I believe, is 
one’s own mental attitude. 

Is the ambition and determina- 
tion strong enough, plus the mor- 
al support from the other member 





To NALU Members: 


Greetings and a Cordial Welcome 
to your Nation's Capital 


The dedication of your new headquarters building 
here in Washington represents the realization of a long 
cherished hope. More than a structure housing your effi- 
cient staff, the building is a monument to the legions of 
life underwriters, both past and present, who, through 
the years, have joined together for the single purpose of 
raising ever higher the standards and ethics of their 


chosen profession. 


We at Acacia Mutual are proud to have your dis- 
tinguished Association as a neighbor. Our Home Office 
occupies a site amid historic surroundings directly oppo- 
site the United States Capitol. Close by are the Supreme 
Court, the Library of Congress, the National Gallery of 
Art, and many other buildings of national interest. If 
you are in the “Capitol Hill” area during your stay in 
Washington, we sincerely hope you will visit us. A cordial 


welcome awaits you. 


Best wishes for a most profitable meeting. 


ACACIA 











March 3, 1869 


MUTUAL 
LIFE INSURANCE COMPANY 


Chartered by the Congress of the United States 





ist Day 


of the firm at home? 

Is there the willingnes: to pay 
the price to become proficient, 
become a CLU, and to continue ty 
improve oneself as the years go 
along? 

Is there the patience that is ne. 
essary during the early years yp, 
til one does become proficient? 

If it is the lack of one or mor 
of these requirements that cause; 
one to fall by the wayside, coulj 
we offer some suggestions on this 
subject of mental attitude? 


Must Enjoy Work 


Well, based on a background of 
35 years as an agent, I would make 
these observations. I think the firs 
essential is that we must really ep. 
joy what we are doing, and tha 
we must derive more satisfaction 
from helping our clients and thei 
beneficiaries than from any other 
type of work we could be doing, 

I would like to say just a word 
about discouragements and disap. 
pointments. We all have both, and 
we all have slump _periods—it 
doesn’t matter whether we are new 
or old in the business. There are 
two elementary antidotes I might 
suggest: 

One is to try to always remen- 
ber that each interview will ay- 
erage a certain number of dollars 
whether the prospect buys now or 
later—or not at all. The law of ay. 
erages will work for us as long as 
we are conscientiously working, 
and have a prospect file system that 
brings up cards each day for us to 
make those calls. 

The other suggestion I would 
make, when the slump or discour- 
agement blues hit us, is to remem- 
ber the importance of feeling suc- 
cessful. I know that is difficult at 
those times—but people do like to 
do business with one who is suc- 
cessful and busy and whose time 
is valuable. 


Look At Prospecting 

The fifth look at ourselves is 
on prospecting. Are we doing our 
prospecting the easiest way, and 
are we planning it so that the fu- 
ture years will show a steady in- 
crease in our average size sale? 

Let me say first that if we want 
our annual volume to grow con- 
sistently, our first objective should 
be to write at least 100 cases a year; 
this, combined with an increasing 
average size policy, will assure con- 
tinuing qualification in the MDRT. 

But what is the easiest way to 
accomplish this? I believe it is by 
developing groups of people who 
have a common interest—groups 
in the same profession or business, 
groups of key or supervisory em- 
ployes working for the same em- 
ployer, groups of any kind who 
know each other well and share the 
same problems and interests. 


No Cold Canvassing 

In groups such as these there 1s 
no cold canvassing. As we go from 
one prospect to another, all we need 
to introduce ourselves is to met 
tion the names of others in_ the 
group with whom we have dont 
business. These groups of business 


and professional men_ should 
(CONTINUED ON PAGE 30) 
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THE AMERICAN WAY... 


the right 
to protect 
and provide 









for your own 
is in the American 
tradition... 


to this end 
Western and Southern 
is aiding millions 

of policyholders 
throughout 

the nation 


THE WESTERN and SOUTHERN 
LIFE INSURANCE COMPANY 


Home Office, Cincinnati, Ohio + A Mutual Company - William C. Safford, President 


KEGIONAL OFFICES: 


Philadelphia, Pa. ¢ Jacksonville, Fla. ¢ Asheville, N.C. e St.Louis, Mo. e Houston, Texas « Los Angeles, Calif. 
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(CONTINUED FROM PAGE 28) 
chosen from the standpoint of their 
present or future financial position. 


Are They Prospering? 

Likewise, in our individual pros- 
pecting and in asking for referred 
leads, we should try to qualify them 
financially. The one qualification I 
ask in seeking names of prospects 
is that they are prospering now or 
will likely prosper in the future. 

We are fortunate to be in a busi- 
ness in which we can plan the type 
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of clientele we desire for the future 
—but I think many of us have not 
been sufficiently selective, and the 
result is that our busines has grown 
up like Topsy. 

How successful are we in getting 
referred leads? I think we all find 
that most of our clients are happy 
to give us names of friends who are 
doing well or are comers for the 
future. I find I am more successful 
in getting names, however, if I can 
put a definite qualifying thought 


in my request. Sometimes we have 
to help them, too. 


Be Selective Now 


Summing up this subject of pros- 
pecting, I would like to again em- 
phasize that we should plan for the 
future by being selective now, we 
should develop groups in which 
there will be continuing advance- 
ments, and we should set ‘a goal of 
at least 100 cases a year. 

I have been asked if there is any 











iy 
‘\ 


0g “Yn, 
Noe Nw KZ 
=~, 3 







TIMES HAVE CHANGED 


In the “‘good old days’’ 
when the best cuts of beef were 10¢ a pound 
and $1,000 was a lot of money . . . when there 
was no income tax and no inheritance tax... 


the programming of life insurance was 


unheard of ... 


business life insurance, pension trusts and 
group coverages were far in the future... 


life insurance training worthy of the name 


But today life is complex and life 
insurance selling is complex. Today's under- 
writer must have a working knowledge not 
only of elementary life insurance, but also 
of advanced underwriting in all of its facets 


if he is to render sound and complete service 


was beyond a distant horizon .. . 


agents knew little about life insurance 
and the public knew even less. 


In those days life was simple, if not easy, and 


so was life insurance selling. 


to his clients and thereby earn the full 
measure of success that his calling offers. 


He must have a yearning for learning. 


There is no better way to satisfy that 
yearning than through serious application 
to the course of study leading to the coveted 


distinction, Chartered Life Underwriter. 


MASSACHUSETTS MUTUAL Zife Insurance Company 


SPRINGFIELD, MASSACHUSETTS - ORGANIZED 1851 
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special sales idea that has workeg 
successfully for me. 

There is one that has cc me aboy 
through my not wanting to mak 
evening calls, and over the years 
has produced business i: at leay 
75% of the cases. It is a simple pro- 
posal form on which we list ag ag. 
sumptions the various facts com. 
prising the prospect’s financial git. 
uation, his present benefits ang 
coverages, together with the need 
for immediate cash and monthly 
income in event of his death, 


Wife Can’t Disagree 


These are briefly and simply se; 
forth in such a way that the pros. 
pect’s wife cannot disagree when 
she and her husband read it oye 
together. We call it a proposal 
memorandum, and the emphasis js 
put on the assumptions which we 
would make if we were talking to 
them in person. 

We use a long form if we have 
had the prospect’s policies to ap. 
alvze, or a short form on which we 
merely show the amount and type 
of each policy. The assumptions are 
listed similarly on both, and these 
will vary according to the circum. 
stances of each case. 

And now—for the concluding 
look at ourselves. How do we know 
how we are doing? Do we review 
our records at the end of each year 
in order that we can improve on 
them in the year to come, in order 
that we may better plan for the 
future? I have found it helpful to 
do this—and, in the event that a 
type of activity review such as mine 
may be helpful to you, I'll give you 
my breakdown for 1959. 


Sold 132 Cases In ’59 


In 1959, excluding group, I paid 
for 132 cases, of which 36 were on 
new clients for $700,000, represent: 
ing 25.6% of the volume. There 
were 96 cases on old clients for $2; 
032,000, representing 74.4% of the 
volume, and this included $1,006- 
000 in conversions from term in- 
surance. 

I try to keep my ratio of cases 
approximately 25% on new clients 
and 75% on old clients. Based on 
the number of years I have been i 
the business, this is a healthy ratio, 
and I feel it is important that | 
add that percentage of new clients 
annually to offset the mortality o 
lack of further insurance needs 
among the older clients. 

The next item on my annual a- 
tivity report is the breakdown d 
the volume figures. In 1959, my 
average size case was $20,700. If! 
can maintain or increase that av 
erage and still write 125 to 150 cas 
es, I cannot fail to write a satis 
factory volume each year. 


12 Apps A Month 


But I won’t be able to do it um 
less my prospect file is directing 
me to people each day from whom, 
by the law of averages, the appl 
cations will be coming on an a 
erage of 12 per month. 


1st Da 





The volume figures on this a 
nual report are broken down isl) 
the various purposes for which 

(CONTINUED ON PAGE 32) 
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“What in the world will he get into next?” 


(Facts about childhood’s greatest enemy— accidents) 


Be A LITTLE boy or girl, everything in 
the world is interesting. But in find- 
ing out “the why of things,” a great 
many youngsters are hurt or crippled 
or killed. 


It’s a mistaken belief, however, that 
young children are bound to have acci- 
dents—and that it’s useless to try to 
prevent them. Jn fact, many studies have 
proved that most childhood accidents 
need never happen. 


For example, consider the deadly 
threat of accidental poisoning. Each 
year several hundred thousand young- 
sters under the age of five swallow some 
kind of poison—and as many as 300 to 


28%. STUCK HAIRPIN 
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400 of these children die as a result. 


These grim statistics could be drasti- 
cally cut by observing the following 
simple precautions: 


Store all drugs—especially flavored 
or brightly colored medicines—in a 
locked closet or cabinet. 

Destroy all left-over medicines 
prescribed for temporary use. Don’t 
throw them into a wastebasket where a 
child might find them. 


Put all household products— dis- 
infectants, insecticides, furniture pol- 
ishes, bleaches, metal cleaners, lye, am- 
monia and acids— out of the reach and 
out of the sight of children. Replace 
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covers or stoppers tightly. 

Keep all potentially harmful sub- 
stances in their original containers. 
Don’t transfer them to unlabeled con- 
tainers, particularly those meant to 
hold food or beverages. 


Read all labels carefully, and fol- 
low warning directions to the letter— 
whether it’s a label on a bottle of medi- 
cine or a container of paint solvent. 


Find out if there’s a Poison Control 
Center near you. These centers are ever 
ready to provide your physician with 
quick identification of poisonous in- 
gredients and directions for emergency, 
life-saving treatment. 








This advertisement is one of a continuing series 


sponsored by Metropolitan in the interest of our 
national health and welfare. It is appearing in 
two colors in publications with a total circulation 
in excess of 45,000,000 including Saturday Eve- 
ning Post, Ladies’ Home Journal, Good House- 
keeping, Redbook, Reader’s Digest, National 
Geographic, U.S. News, Look. 














Metropolitan Life 


INSURANCE COMPANY® 
A MUTUAL COMPANY, 1 MADISON AVE., N.Y. 10, N.Y. 
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Assures Repeat Sales 
Nevertheless, the personal pro- 
gram is the backbone of life in- 
surance, and if we render a con- 
scientious service, we can always 


and B. Carl Wharton, Fidelity Mt. 

tual Life, Harrisburg. 

D. C. Assn. Assists 
Cooperating with the national 

committee has been the D.C. Life 

Underwriters Assn. convention 


rege hatte be sure of a substantial repeat ; 
eke” business every year. We will all Committee, headed by Mr. Adams 
ae have the entree to the corporation It has been responsible for arrang- 
U e@ and partnership cases as those 1S for the numerous social and 
eee sateen leisure-time events for convention 


country s 










As I said at the start, I’ve been 
very lucky, and I mentioned three 
ways in which I have been spe- 





registrants and their guests, and 
also assisted NALU headquarters 
in the preliminary planning and 
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cially fortunate. I’d like to add one eh, Pepe ning pig Stat- 
inl ost more in closing—and that is the +. my Pip eg! ‘ ey “ie ; 
countless good friends I have in | *“*€™ piggies yin ies ph. 
® the life insurance business. I have renner Need ag: Rbetiai 
always felt that the greatest rec- ~* a " — oh te ce 
i | e or y ommendation I could — receive ~— Fiche 7 per : Lif . 2B pel 
RY, would be one which came to a client — I nnn oe Mr nibs I 2 
Jee or prospect from someone in our ({U8Nenry, 4 coca Mules » 
C 0 m gd i “A business—and I know that my Howard J. Riordan, John Hancock; 
work over the years has been made a co Our 
- ‘ F " easier and happier because of com- hire Lif ae SO fied 
is still the country’s friendliest... ments which, from time to time, SUT “1¢- rat get 
ave F. : , For 
have been repeated to me Ohio National Is Host 
rad Hosts at the Ohio National Lifep | 
NORTH AMERICAN LIFE Bankers Of Nebraska Hosts dinner at the convention will be = 
Hosts for the Bankers Life of Grant Westgate, senior vice-presi- a 
OY Nebraska dinner at the Shore- dent-sales; F. A. Johnson, agency 
Company OF CHICAGO ham Hotel, Thursday evening will vice-president; B. W. Dornbirer, 
isaadhie te tetas : be James W. Lantz, vice-president assistant agency vice-president; 
ee ianabe je aan dene and director of agencies, and Fred- Luke Benten, regional director, a 
. Rogers, CLU, Agency Vice Presiden erick Wright, superintendent of and Russell M. Logan, regional we 
North American Building Chicago 3, Illinois agencies eastern division. manager. CHC 
A& 
Ny 
of ¢ 
GREETINGS to tue N. A. L. U. PAUL L. GUIBORD ite 
General Agent able 
AT WASHINGTON Paul L. Guibord and Associates | ~ 
0 
MUTUAL BENEFIT LIFE ana; 
From the NEW ARK INSURANCE COMPANY ii 
. of C 
GENERAL AGENTS AND MANAGERS heed ®. Newark 2, 5 
W. 
KAI I. GULVE and ASSOCIATES EDWARD C. JAHN, C.L.U. | 
ate . HENRY LEVINE, GENERAL AGENT tilcaie . 
ATE MUTUAL LIFE ASSURANCE eneral Agent « 
WASHINGTON NATIONAL : In: 
COMPANY OF AMERICA INSURANCE COMPANY THE CONNECTICUT MUTUAL rs 
1180 Raymond Blvd. Newark 2, N. J. ' LIFE INSURANCE COMPANY 4334 |} 
45 Commerce Street Newark 2, N. J. 
MArket 4-3500 MArket 2.7146 494 Broad St. Newark 2, N.J. 
MArket 3-4044 | 








Servicing all of New Jersey 
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Sets Sales Quota In Each Category 


(CONTINUED FROM PAGE 7) 
These figures created a grand 
total of 83 cases, $1,050,000 of vol- 
ume, and even more important 
they gave me three basic markets 
in which to work to break up the 
monotony. Knowing where _ to 
work and what to work for, all of 
the glamour ot the million was re- 
moved, and it became a more basic 
em of proving my effective- 

ch individual area. 


proble 
ness In ea 
All Ratios Not Alike 

The key in this area type selling 
js that all ratios are not alike, and 
each market must be approached 
differently. In the big group it’s 
sot to be something of current 1n- 
terest. And here is where constant 
studying plays its most important 


role. as a man can only grow in 
this business in direct relation to 


his educational program. I don’t 
necessarily expect to sell a man a 
pension, deferred compensation 








from 
the 


GENERAL 
AGENCY. 


of your dreams! | 
4 
Our offer is to the man who is dissatis- é 


fied with the returns he is presently 
getting for the hours he works. 


For a richer life in SO MANY WAYS... 
put the same effort, the same hours 
into a General Agency of your own with 
a company that can right now offer you 
these unique profit possibilities: 


PRIME MARKETS — immediate 
openings. 


STABILITY — 40 successful years. 


GROWTH POTENTIAL — total writings 
which have multiplied 10 times in the 
past 2 years. 


CHOICE PACKAGE —complete LIFE, 
A & S and GROUP PLANS. 


A 4¢ stamp today can add thousands 
of dollars to your income over your 
lifetime. 

General Agency openings now avail- 
able in: 

Alabama, Alaska, Arizona, California, 
Colorado, Florida, Idaho, Illinois, Indi- 
ana; Louisiana, Minnesota, Missouri, 
Nevada, Oregon, Pennsylvania, South 
Dakota, Utah, Washington and District 
of Columbia. 


write in confidence to: 
W. H. Fissell, CLU, Vice President 
and Agency Director 
Dept. D 


Calitornia Life 


Insurance Co. 
4334 MacArthur Blvd., Oakland 19, Calif. 








plan or a split-dollar policy, but 
by opening the conversation on an 
advanced level I can get him to 
talk. Frequently after much high 
level conversation, it develops his 
only need is for ordinary life in- 
surance. 


Only Results Count 


In selling, results are the only 
things that count, and here is how 
the year 1954 ended. In the big 
group there were four policies to- 
taling $315,000, 11 mediums total- 
ing $285,000 and 55 average poli- 
cies totaling $430,000 for a grand 
total of 70 policies and $1,030,000 
of production. 

Records are only important if 
they can be accurately studied to 
show why success or failure re- 
sulted. These records show that I 
fell down in the average area, held 
my own in the medium area and 
went $115,000 over expectations in 
the big area. Why? In the big 
group I sold four policies averag- 
ing $78,000 because my program 
required me to ask so many peo- 
ple to buy that I became very fa- 
miliar with the language, the 
thinking and the objections of the 
successful business man. The fact 
that all four applications came in 
the second half of the year indi- 
cates that it took a lot of spade 
work to dig up these prospects. 
And on two occasions our under- 
writing department accused me of 
digging them up. 


Sure To Rise 


There is not a man in this room 
who cannot do it if he will just 
take this pattern and superimpose 
it on his own production to see ex- 
actly where he got it last year; I 
know he'll increase it. It doesn’t 
matter what he sells or what he 
calls it or how fancy a brochure he 
uses. Don’t ask me to be logical, 
sensible or specific. 

All I know is that if I end up a 
quarter and don’t have a case for 
$50,000, then I just develop a blind 
spot for a $50,000 case, and make 
up my mind I’m going to get a 50. 
I think, sleep and eat a $50,000 
case. Every time I look at a per- 
son I ask, “Is he a 50?” And be- 
fore you know it, I’ve got at least 


one case for $50,000. 
Rut—Or Good Pattern 


An interesting fact about these 
figures is that, as you can see, they 
were for 1954. In 1955 I had ex- 
actly the same number of sales— 
70 for $1,050,000 ; 1956, 69 sales for 
$1.1 million; 1957, 63 sales, $1.4 
million and in 1958 there were 66 
sales for $1.2 million. Either I’m in 
a heck of a rut, or this is a pretty 
good pattern. 

As to building up to two million 
or more, I can still see myself sit- 
ting in the round table audience 
and wondering how on earth a 
man can get to two million when 
it takes me till Dec. 23 to get one 
million in. Fortunately, I had the 
sense to listen to some of the older 
men at the “Table” and to im- 
prove the pattern that was work- 














BUSINESS IN FORCE 


$100,000,000 
September, 1952 


$250,000,000 
May, 1957 


$333,000,000 
October, 1958 


$465,000,000 


September, 1960 


UNITED SERVIC 
a 


1625 EYE STREET, N. W. 


Life Insurance Protection Exclusively For The 
Service Officer, His Wife and Children 


er 


WASHINGTON 6G, D. G. 














BANKERS SECURITY LIFE 
INSURANCE SOCIETY 


Incorporated in the State of New York 
Licensed in all states 
except Alaska, Mississippi and Wisconsin 


MEMBER OF 


FINANCIAL 
GENERAL 


Insurance Group 


Cccitius of Credit Life 


O,dinary Life P Fi 
roup Life - | Sane 


Investigate our General Agency 
Opportunities and Ordinary Life 
Sales Development Program 


Write to the Head Office, 
1625 Eye Street, N.W., Washington 6, D. C. 








ing for me rather than trying to 
change it. How has it worked— 
let’s look at 1959 in comparison to 
he previous year’s chart. In the 
big group there were 18 policies 
for $1.6 million, 17 medium poli- 
cies for $476,000 and 37 average 
policies for $255,000. A grand to- 
tal of 72 policies for $2,331,000 of 
volume. No change in pattern. Just 
growing more effective in the 
larger areas. Still looking for the 


big case every single morning. 
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Just finding more of them. 

To those who are well ahead of 
schedule and completely satisfied 
with their pattern, I say, “God- 
speed.” But to those who are sit- 
ting here in the same cold sweat 
I was in, wondering how on earth 
you'll ever do it, I beg of you, look 
at what you did last year and look 
at what you want to do now. If 
you're missing a 100, a 50, four 25s 
or several 10s—imprint indelibly 
on your mind that everything you 


do or think or say from now on 
will have that case for 100 sitting 
in front of your eyes. Never let it 
out of your sight, and screen ev- 
eryone you look at or hear about 
with that one thought in mind. 


One Track Mind 


Certainly you should have a one- 
track mind. Because if you do, I 
guarantee that that one track will 
be the positive route to a seat at 
next year’s Million Dollar Round 
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Successful Agents first...General Agents now 


Here, with Bob Belisle—district superintendent for 
American United in Kansas City—are two general agents 
who have taken advantage of the opportunities provided 
by the company with the “partnership philosophy.” 

Kaler Bole became a top individual producer while de- 
veloping the Topeka area for his agency, and an outstanding 
trainer and supervisor of his growing staff. One of the 
successful agents was Otto Schnellbacher, All American in 
basketball at U. of Kansas followed by four years of pro- 
fessional football and a year of professional basketball. Otto 
soon ranked as high in insurance sales as he had as an athlete. 

Today Schnellbacher is captain of the Topeka operation, 
with nine associate producers under his management. Bole 
has moved on to Kansas City, with a new production organ- 
ization, seven associates to share his success formula. 


Bob Belisle, with justifiable pride in his 24 full-time 





agents, says “There’s plenty of opportunity for good men 
to grow, with American United!” 


Today, American United is in the top 5% of all the nation’s life 
insurance companies, with well over $1 billion $400 million of 
business in force, and a phenomenal rate of growth. It is a good 
Company to be with—whether you're buying, selling, or building 
a career. 
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The Company 


‘MERICAN UNITED LIFE INSURANCE COMPANY «¢ HOME OFFICE: INDIANAPOLIS, INDIANA 
& CAGINARY LIFE FORMS-FLEXIBLE OPTIONS-LOW NET COST SPECIALS-UNIQUE JUVENILE-GROUP INSURANCE-GROUP RETIREMENT-PENSION TRUSTS-NON-CANCELABLE 


DISABILITY RANTEED REF 


EWABLE MAJOR MEDICAL-GUARANTEED RENEWABLE HOSPITAL & SURGICAL-SPECIALISTS IN SUBSTANDARD UNDERWRITING & REINSURANCE 
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Table. And here is how t: lay th 
track. 


‘Show Real Guts’ 


Set your goal—be it a 1iillion 
more—and show some real gy 
in setting up a worthwhile goal 

Break down your plan —if yoy 
or your particular marke: at thc 
time does not seem to justify g 
big case for $100,000, ther: plan op 
two for $50,000 or four for $25,099 

Medium cases—Will come from 
the programing sales you make ty 
people in your own social and eco. 
nomic sphere—and the programs 
will never be any better thay 
yours. 


Three ‘Average’ Names 


Average cases—Will come from 
getting names. Getting — good 
names is our only tedious work 
area. Promise yourself that each 
morning before 10 a.m. you yi 
ask for the name of one man who 
makes over $20,000 per year, that 
you will get at least one name t 
be programed, and that you won' 
quit until you have three names ip 
the average area. 

Any man who has passed the 
life insurance aptitude test (and 
often one who hasn’t) can achieve 
this goal if he will be realistic 
enough to face the facts. And in 
life insurance the facts are that a 
man can’t possibly achieve one 
three-hundred-sixty-fifth of | his 
production goal every single day— 
so it doesn’t matter what your 
volume is right now—but if you 
will constantly expose yourself to 
the situations necessary to develop 
this business you will catch up and 
pass your goal if you never let it 
out of your sight, and if you want 
it badly enough to ask for names 
every single day. Remember, get- 
ting good names is the only real 
difficult price we have to pay for 
success. Don’t let success be too 
highly priced for you. 


Many Executives To 
Attend Pru Reception 


Prudential will hold a reception 
on Thursday evening. In atten 
dance will be Orville E. Beal, exec- 
utive vice-president; William P. 
Lynch and Sayre MacLeod, vice 
presidents; Clair F. Carlin and 
William K. Kalteissen, executive 
directors of agencies; and Nathan 
Freidman and William V. Wit 
slow Jr., agency directors. 

From regional home offices wil 
be James G. Shuttleworth, 2nd viet. 
president north central home o 
fice; Theodore A. Peake, executivt 
director of agencies northwestem 
home office; Charles W. Campbell 
vice-president, and Duncan Mat 
farlan, executive director of aget 
cies, both of the south centtal 
home office, and Harry E. Wilk 
son, ordinary agency executlit 
director western home office. 













ee: ? 
Kansas City Life Hosts 

Bush W. Hensley, assistant ! 
perintendent of agencies, 
James E. Meyer, regional agemt 
supervisor, are representing h® 
sas City Life at the convention. 
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Lillian G. Hogue, New York 
Life agent at Detroit, this morning 
was elected pres- 
ident of -\meri- 
can Society of 
CLU atitsannual 
meeting break- 
fast here during 
the NALU con- 
vention. James 
P. Poole, presi- 
dent of Estate & 
Pension Plan- 
ning Co. of At- 
lanta, became the 
society's new secretary. 

Other officers elected were Her- 
bert W. Florer, Aetna Life, Bos- 
ton, to vice-president, and Frede- 
rick W. Floyd, Manhattan Life, 
Philadelphia, to treasurer. 

The election of five new regional 
directors, who will take office on 
Oct. 1 along with the new officers, 
was also announced at the morn- 
ing meeting. They are John K. 
Luther, Aetna Life, Hartford, 
northeastern region; Aaron C. F. 
Finkbiner Jr., Northwestern Mut- 
ual Life, Philadelphia, middle east- 
ern region, EK. Price Ripley, Na- 
tional Life of Vermont, Roanoke, 
southern region; Francis W. Mor- 
ley Jr., vice-president of Associated 
Consulting Services, Inc., Chicago, 
midwestern region, and Lloyd La- 
fot, New York Life, Los Angeles, 
western region. 

A Pair Of “Firsts” 

Miss Hogue has two interesting 

“firsts” in her long list of credits. 


When she assumed the position of 
society president, she became the 





Lillian G. Hogue 
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Lillian Hogue Elected First Woman 
Head Of American Society Of CLU 


first woman to hold this top post. 
Furthermore, her name appears in 
the first edition of “Who’s Who of 
American Women.” 

Miss Hogue entered life insur- 
ance in 1926 doing estate analysis 
work for American Life of New 
York in Detroit. She joined New 
York Life in 1934 and 10 years 
later signed an agent’s contract 
with them. She is now a life mem- 
ber of Women Leaders Round Ta- 
ble, a member and former publicity 
chairman of Detroit Life Under- 
writers Assn. and is currently 
treasurer of Detroit Life Under- 
writers Assn. and is currently 
treasurer of Detroit Life Insurance 
& Trust Council. 

She received her CLU designa- 
tion in 1946, and later held all of- 
fices in the Detroit chapter. She 
was a regional director of the na- 
tional society from 1955-57. At the 
1957 annual meeting of the society 
in Detroit, she was elected secre- 
tary and successively held the of- 
fices of 2nd vice-president and 
vice-president before her election 
to the office of president this year. 
She has also served as member and 
chairman of several society com- 
mittees. 


Civic Group Posts 


A native of Detroit, Miss Hogue 
has headed such local organiza- 
tions as Detroit’s inter-club council 
of Business and _ Professional 
Women’s Clubs, Detroit Business 
Woman’s Club, and was formerly 
secretary of the office safety divi- 
sion of the Michigan Safety Coun- 
cil. She has addressed many civic, 
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Indianapolis Life’s 
well-planned road 

to successful agency 
operation includes: 


e A complete new line of low cost life 
insurance policies featuring graded 
premiums and lower rates for women. 
Commercial, Guaranteed Renewable, 
Non-Cancellable Accident and Sick- 
ness policies. Liberal Check-O-Matic. 


e Substantial training tools, including career 
compensation, production incentive plans, ex- 
cellent training program. 


e Liberal commissions, training allowance, lifetime 
service fees, Group Life, Hospitalization and Major 
Medical, non-contributory pension. 


Company's 55-year record is unexcelled in quality and service. 
WALTER H. HUEHL, President 


I £ ds ANApPo is Life 


INSURANCE 


ARNOLD BERG, C.L. U., Agency Vice-President 


COMPANY 


\ Mutual Company: Founded 1905 -Indianapolis 7, Indiana 





AGENCY OPPORTUNITIES in Colo., Conn., Fla., Ill., ind., la., Ky., Mich., Minn., Mo., Neb., N.D., Ohio, S.D., Tenn., Tex., Wis. 





church, educational and business 
groups and has lectured on TV for 
the University of Michigan and 
Wayne State University. 

Mr. Florer is past president of 
the Boston chapter and has held 
national office in the society since 
1955. He was the first executive 
secretary of the society, serving in 
that capacity from 1945 to 1949, 
and has been elected treasurer 
every year since 1951. 

The New Secretary 


James P. Poole, the new secre- 
tary, began his life insurance ca- 
reer with Guardian Life in 1946. 
A native of Georgia, he graduated 
from Georgia Tech in 1942 and 
served as a lieutenant in the U. S. 
Navy during World War II. 

Mr. Poole is a life and qualify- 
ing member of Million Dollar 
Round Table and was president of 
Georgia’s Leaders Round Table as 
well as president of both the 
Guardian Life Leaders Group and 
its CLU association. 
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He received his CLU designa- 
tion in 1951, and since then has 
worked closely with the society as 
president of the Atlanta chapter, 
1953-54; director of the southern 
region, 1957-58, and regional vice- 
president last year. He is also ac- 
tive in many civic and church at- 
fairs in his community. 


From United Benefit 


Attending the convention from 
the United Benefit Life home of- 
fice are Conrad S. Young, assistant 
vice-president (agency); Raiph 
O. Paschke, regional sales director 
(west); Howard Mattas, regional 
sales director (midwest), and Jerry 
O'Donnell, assistant director of 
training. 


Representing Union Mutual 

Michael J. Denda, resident vice- 
president of Union Mutual at New 
York City, is representing the 
home office of Union Mutual at 
the convention. 





MILLIONS SOLD! 





TEXT BOOKS 





Mr. Gravengaard, Vice Presi- 
dent, National Underwriter 


Gravengaard Business Insurance Publications 
Help Many Thousands Achieve Amazing Results 


< 


H. P. Gravengaard 


“The Man Who Started 
Business Insurance 
On The Way Up.” 








Gal. ILLUSTRATED 





@ ‘Sole Proprietorships and 
Life Insurance”’ 


@ “Partnerships and Life In- 
surance”’ 


@ “Close Corporations and 
Life Insurance”’ 


@ “Key Man and Life Insur- 


ance” ing aids. 





and speaker on life insur- 
ance, and author of many 
other books, articles and sell- 


pany, an i 
tor, Diamond Life Bulletins 
Department, writes from back- 
ground of broad training and 
successful field experience. 
attended Harvard Law 
and Graduate School, sold life 
insurance at the rate of over 
a million his first year, es- 
tablished Aetna’s training de- 
partment, was 


SALES BROCHURES 


@ “How to Preserve Your 
Sole Proprietorship" 
@ “How to Preserve Your 


He 
School 


eneral Agent Partnership" 
is inter- @ “How to Preserve Your 
author 


Close Corporation” 


@ “How to Offset the Loss 
of a Key Man” 


Over 600,000 In Use In All Corners Of The Globe! 


Now in 17th annual printing, Gravengaard Business Text Books and Visual Selling 
Brochures are the most successful business publications ever printed. Their 
enthusiastic users are life underwriters, MDRT members and aspirants, General 
Agents, Managers, home office executives, attorneys, trust officers, accountants, 


university teachers and librarians. 


They are standard training material in many 


leading companies, agencies and universities. 


It is matter of record, that all who use these publications achieve rapixl success in 
the lucrative field of Business Insurance (statistics show that about 60% of Amer- 


PLEASE SEND ME: 


Cc Y 


ican business still is without Business Life Insurance)! 
engaard Text Books and Brochures, it is as easy to sell Business Insurance as it is 
personalinsurance. Better order your supply today. Simply use handy coupon below. 


To: THE DIAMOND LIFE BULLETINS, Department of 
The National Underwriter Company, 420 East Fourth Street, Cincinnati 2, Ohio 


With heip from the Grav- 


_____Packages of 4 Text Books and 4 Illustrated Sales Brochures (1 pkg. $9., 10 pkgs. $7.60 
ea. pkg., 25 pkgs. $6.80 ea. pkg., 50 pkgs. $6.20 ea. pkg., 100 pkgs. $5.60 ea. pkg.) * 
__Sets of 4 Textbooks. (1 set $5., 10 sets $4.40 ea. set, 25 sets $4. ea. set, 50 sets 
$3.60 ea. set, 100 sets $3.20 ea. set.) * 
_____Sets of 4 Illustrated Sales Brochures. (1 set $4., 10 sets $3.20 ea. set, 25 sets $2.80 
ea. set, 50 sets $2.60 ea. set, 100 sets $2.40 ea. set.) * “ 
______Ring Binders (will hold 4 Text Books or 4 Brochures— $1.25 each). 


*Less in Larger Quantities — Imprint Prices upon request. 
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City. 
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Hendley Reports To National Council 


(CONTINUED FROM PAGE 15) 
Service life insurance to 14 
million veterans. In this, as in oth- 
er efforts, the headquarters’ staffs 
of our two organizations will con- 
tinue to work in close harmony. 

A careful study of federal gov- 
ernment expenditures and budgets 
is an essential part of the program 
of the business men to seek to 
eliminate waste and also to see to 


some 


it that money is not appropriated 
for activities which are not a prop- 
er function of the federal govern- 
ment. The budget is a focal point 
in the fight against concentration 
of too much power in the central 
government. 

No voluntary organization does 
a more thorough or more effec- 
tive job of analyzing the budget, 
making this information known to 


the entire business community and 
then supporting it to the extent 
that it complies with the princi- 
ples of good government finance. 
On the other hand, the U. S. 
Chamber is equally effective in op- 
posing those items which would 
take the government into improp- 
er fields or causing expenditures to 
exceed the amount which Con- 
gress is willing to levy in taxes. 

The monopoly powers of the 
great international labor unions is 


| 





WHAT'S 


SYMBOL? 


Since some imaginative caveman first scratched the sign of his clan on stone, symbols have 


MARYLAND LIFE 


helped to guide, encourage, and stimulate men. 


Basically, they all have one meaning: “I belong.” But those two words are said with 


unbounded pride. 


For members of the NALU, this pride is more than justifiable. Not only are you making 
vital contributions to the life insurance business, but you are contributing immeasurably to 
the American way of life in a day when bogus economic and political philosophies have the 


whole world biting its fingernails. 


MARYLAND LIFE INSURANCE COMPANY /10 South Street/ Baltimore 2, Maryland 
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Ist Day 


another issue where the nationg 
chamber is continuing to give 
heroic service on our behalf, Work. 
ing for reasonable and much-negg, 
ed curbs to the improper use 4 
these powers by union leaders, | 


‘Refresh Understanding’ 


If you and I are going to 4 
effective—going to make a 
voices heard—in this great batt 
over the kind of an economy in 
which we are to live and work. 
I say, if we are to be effective, y, 
simply must refresh our basic yp, 
derstanding of the principles }, 
which our free-market system oy. 
erates. Then we must be prepare 
to express ourselves concisely an 
persuasively on the current issue; 
in this fight. 

To that end, our association js 
working closely with the nationg 
chamber on three of the plans, o 
techniques, which it has prepare 
for just this purpose. During thi 
current year, we are concentrat. 
ing our attention on the economic 
discussion group program. Yoy 
are going to hear more about jt 
here at this meeting. Let me sim. 
ply urge each one of you, in your 
own local association, to get one 
of these discussion groups going 
join it yourself and then folloy 
through in making your voice 
heard. 


Satisfying To Be Effective 


I promise you it will not only 
make you a better life underwrit- 
er and counselor on_ individual 
financial plans and employer-en- 
ploye plans, but it will give you. 
world of satisfaction in being a| 
more effective citizen in your con- 
munity. 

These are days when all of us 
are strongly tempted to believe we 
have all the problems we can 
handle right in our own business. 
But, we need also to make sure 
that we do our part in supporting 
and improving the economic sys 


k 


tem in which our business is car- 


ried on. That is why our associa 
tion is working, and must continue 
to work, so closely with the Cham 
ber of Commerce of the Unite 
States. 


Connecticut Mutual Is Host 


Three officers of Connecticut! 
Mutual Life will attend the dinne 
on Thursday evening given fo: 
company people and guests at tht 
convention. The officers att 
Charles J. Zimmerman, president 
Raymond W. Simpkin, vice-prest 
dent, and Horace R. Smith, assis 
tant agency vice-president. 


Travelers Dinner Thursday 
Travelers will give a dine 
Thursday evening attended by 
George H. Shackelford, vice-pres 
dent; T. Shad Medlin, 2nd vice 





president; Richard D. Jervis, % 
perintendent of agencies; Malcolt 
W. Dunlevie, regional director 
agencies; E. Rowland Evans, % 
perintendent of sales promotid 
and D. Winston Williams, assista! 
superintendent of general agence 
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(CONTINUED FROM PAGE 9) 
activity at all times, for the true 
mark of any professional group is 
the desire of its practitioners to be 
fully informed. Without adequate 
knowledge. no agent can possibly 
attain the prestige and public ac- 
ance of a professional. With 


cept : 
adequate knowledge, and with 
ethical motivation, “he 


proper : P " 4 
most surely will attain profession- 


al recognition together with its 
many rewards. 
Education Proved Useful 


“Continued research,” said Mr. 

Gregg. “has proved beyond doubt 
that the well educated underwrit- 
er is the well adjusted career un- 
derwriter, the successful producer, 
the quality producer and the com- 
munity-minded citizen. Hence, if 
we would build the life insurance 
field force of America to greatness, 
we must do it through education— 
and the responsibility of this as- 
sociation along these lines is 
oreat.” 
' The fourth column Mr. Gregg 
designated as service. He quoted 
this from an editorial by NALU 
Executive Vice-president Lester 
QO. Schriver in the current Life As- 
sociation News: “For service is 
indeed our purpose, and that pur- 
pose is limited only by the ulti- 
mate outreach of man’s needs and 
our capacity to comprehend and 
adjust our skills and techniques to 
meet those needs.” 


Must Serve To Prosper 
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“To me,” said Mr. Gregg, “Mr. 
Schriver is saying that only as we 
serve the needs of the public shall 
we prosper. Hence, we must ever 
be concerned with understanding 
the ultimate aims of men, and we 
must be imaginative in filling 
those needs. NALU can and should 
play a major role in this continued 
search.” 

The building, said Mr. Gregg, 
should be symbolic to the staff, re- 
assuring them as to the funda- 
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Gregg Stresses Symbolic Aspects Of New Building 


mental importance of their work; 
to those who dreamed that NALU 


could have its own permanent 
home and made big plans, leading 
to big results; to those who 


worked so diligently in the build- 
ing fund project, giving of their 
time and of themselves to permit 
25,000 persons to contribute to the 
million-dollar structure; to all the 
“charter builders” and others who 
contributed. 

Dedication day, said Mr. Gregg, 
marked the beginning of a new 
era, but “to achieve our goals, we 
must look upon today’s events as 
only the beginning.” 


From United Life & Accident 


Attending the convention from 
United Life & Accident are Her- 
man V. Staehle, field management 
vice-president, and Warren E. 
Cutting, superintendent of agen- 
cies. 


Home Life Dinner 


Home Life will hold a dinner at 
the Sheraton Carlton Hotel Thurs- 
day evening. Representing the 
home office will be Francis H. 
Low, assistant to the president, 
John H. Evans, vice-president, 
sales, and George J. Hiebel, field 
administrative assistant. 


Federal Life & Casualty is rep- 
resented at the convention by Roy 
G. Mathews, regional manager. 

Arnold Berg, agency vice-presi- 
dent, and Ivan V. Snyder, educa- 
tional director, will be hosts at the 
Indianapolis Life dinner Thursday. 

Protective Life of Alabama is 
represented at the convention by 
C. B. Barksdale, agency vice-presi- 
dent. 

Lincoln Liberty Life is repre- 
sented at the convention by W. H. 
DeFrene, vice-president. 





NO 
TERM 
WITH 
MUTUAL 
FUNDS! 


37 





UR MODERN and qualified representa- 

tives are selling a balanced program of 
savings and family protection (guaranteed 
dollars) along with an equity investment 
(variable dollars) in mutual funds. This 
program does not make use of term insur- 
ance—in fact, we have yet to sell that first 
program consisting of this temporary class 
of insurance. Instead, various forms of 
permanent insurance are used, and in 
record breaking policy sizes! If you are 
desirous of letting mutual funds carry you 
to new heights in solid life sales, average 
policy size, and commission income—with 
field proven sales materiai—then write 
me immediately. 


Am. g. Noel, Agency Vice President 


LIFE INSURANCE GENERAL AGENCIES OPEN IN Arizona « California ¢ Colorado « Connecticut « Delaware « Florida « Georgia 
Hawaii « Illinois ¢ Indiana « lowa ¢ Kentucky « Louisiana « Maine « Maryland « Massachusetts « Michigan « Missouri « New 





Hampshire ¢ New Mexico « Ohio ¢ Oklahoma « P. 


Slandard Life Unsurance Li 


> | 


eT e Utah « Virginia « West Virginia « District of Columbia 


OF INDIANA 
a iO oe Oe a) 
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FROM THE LEADING GENERAL AGENTS AND MANAGERS OF 


TAMPA, FLORIDA 
GREETINGS TO THE NALU. ON ITS 71st ANNUAL CONVENTION 





General Agent 


First National Bank Bldg. 
Phone: 2-8329 


HORACE S. SMITH, JR. 


THE FIDELITY MUTUAL 
LIFE INSURANCE CO. 


JACK E. BELL 


General Agent 


MUTUAL feo Manccck 
Suite 330 
308 Tampa Street Bldg. 
Phone: 2-0221 


WALTER H. KNOX 


General Agent for Central Florida 
We Welcome Brokerage 


THE MANHATTAN LIFE INSURANCE 
COMPANY OF NEW YORK 


Phone: 2-6700 
308 Tampa St., Suite 260 








General Agent 


THE PENN MUTUAL 


Phone: 2-8051 
Suite 3, Madison Bldg. 





THOMAS E. GRAY, C.L.U. 


LIFE INSURANCE COMPANY 








A. H. KALKBRENNER, JR. 


General Agent 
AETNA LIFE INSURANCE COMPANY 


Phone: 2-0441 - 
110 East Cass Street 








JOHN M. HAMMER & ASSOCIATES 


General Agent ; 


STATE MUTUAL 


LIFE ASSURANCE COMPANY 


Phone: 8-4881 
501 South Boulevard 
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Orphan Policyholders Are Good Prospects 


(CONTINUED FROM PAGE 18) 
service and also commented, “This 
is a daytime call.” 

This call was different from the 
usual run of orphan, and I was 


really scared to make it. It in- 
volved a group insurance plan 


sold many years before by a local 
broker. Like so many of us, he had 
given no service whatever. The 
company comptroller thought our 


charges were incorrect, and I was 
to find out what the real trouble 
was before they cancelled the plan. 

I was really scared. I knew little 
or nothing about group insurance. 
But my manager said there was 
no time like the present to learn, 
and before I got through with it, 
I did. 

My first call determined that 
the group plan in effect was about 


the most expensive one they could 
have ever purchased, with the cost 
increasing rapidly each year. 

Don't misunderstand me, I 
didn’t know all that when I called. 
I just told the comptroller I would 
take the figures to our group of- 
fice and find out just what was 
involved. 

In this business, take advantage 
of all of the help and facilities pro- 
vided for you before you decide 
you can’t handle any situation. On 


Congratulations and a 


Warm Salute 


to the 80,000 
Members of the 


NATIONAL ASSOCIATION 
OF LIFE UNDERWRITERS 


On the dedication of your National Home 


and Headquarters ...a proud symbol re- 


flecting the character of your service to 


the nation. 


ontinental Assurance Compan 











Chicago 


Ist Day 


the next call, our grou; Manager 
and I made the follow-up, ay, 
after much discussion beiween th, 
group manager and the comptrg, 
ler (note—not me), a ew play 
was presented which was More 
realistic. The company azreed apg 


the group plan was chanved to th 


type they should have had, 

And to my everlasting happ 
ness, just through interest ang 
service, I made a real and fin 
friend in the person of Anne, th 
comptroller, who was a mighty 
smart business woman. ; 

Shortly thereafter, this company 
moved its plant to New Jersey, j 
followed them down at Anne’s jp. 
vitation, and wrote their group | 
disability which was required jy. 
that state. 

These two sales amounted ty 
$107,300 of production credit, 

Many of their local employes re. 
fused to move to New Jersey, » 
I was kept busy conserving ‘thei: 
group insurance by re-writing or 
converting it into permanent jp. 
surance. 

Six Years of Service 

Over the next six years, while 
servicing this company, sales oj 
life insurance were made to the 
general manager, Anne’s husband, 
her hairdresser, and her grocer, for 
a total of $252,400. 

Then the original company was 
sold. Anne didn’t care for the new 
owners. She changed jobs, and be. 
came the comptroller of a large 
trucking concern. One day she 


phoned me all excited and said I'd) 


better get down there immediately 
to protect my _ interests. 
agent was trying to 
president business insurance, and 
she had forestalled any purchase 


Some}! 
sell their}| 








until I could quote, too. 

I had never met any of these 
people, but she was such a booster 
for me that a total of $730,750 of 
life insurance stemmed from the 
trucking company contact. 

It was written on their officers’ 
the president’s daughter, a couple 
of his friends, the general insur- 
ance agent who covered thei 
trucks, etc., and group and bus: 
ness insurance to the firm that 
printed their office supplies. 

The other orphan I will always 
remember was a surgeon who hat 
moved to Niagara Falls. His i 











surance was transferred to ou 
agency. I called and called ané 
called on him, always getting the 
same answer. Yes, he knew he! 
needed more insurance badly, but!’ 
he was just getting established 
and he just didn’t have any mon 
=: | 

Doctors in our town aren't ur) 
derpaid and that was hard to be- 
lieve. But nothing that I sail 
seemed to move him. 

Then, in 1953, my doctor told 
me I should have some surgety 
and recommended this particular 
surgeon for the job. This put ot 
relationship on a different bass 
and we got to be good friends. A 
last, the doctor was convinced 
his need. 








Since that initial deal, this doe 
tor has purchased an addition 


$50,000, a total of $60,000 in al 
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Philadelphia’s Leading 


General Agents and Managers 


Send Cordial Greetings to the 


N. A. L. U. 
71st Annual 
Convention 








FREDRICK G. HIGHAM 
AGENCY, INC. 
GREAT WEST LIFE 


ASSURANCE COMPANY 
344 N. Broad Tel: LO 3-2783 








—— 


BENJAMIN M. GASTON, C.L.U. 
Branch Manager 
NORTH AMERICAN LIFE 
ASSURANCE COMPANY 
1830 Philadelphia Natl. Bk. Bldg. 
LOcust 3-8163 


“Congratulations to N.A.L.U. on the 
dedication of the Headquarters Bldg.” 


ARTHUR R. GREMEL C.L.U. 
Manager 
THE MAUFACTURERS LIFE 
INSURANCE COMPANY 


2 Penn Center Plaza Tel: LO 8-5200 


RALPH H. RICE, JR., C.L.U. 
Manager-Philadelphia Agency 
THE PRUDENTIAL INSURANCE 
COMPANY OF AMERICA 


2 Penn Center Plaza Tel: LO 3-6010 








H. S. BAKETEL, JR, C.L.U. 
General Manager 
UNION CENTRAL LIFE INS. CO. 
Tel: LO 7-2442 


6 Penn Center Plaza 


EDWARD L. REILEY, C.L.U. 
General Agent 
THE MUTUAL BENEFIT LIFE 
INSURANCE COMPANY 
820 Western Saving Fund Bldg. 
Tel: PE 5-1456 


FINKBINER COMPANY, GEN. AGT. 


And Associates 
A.C.F. Finkbiner, C.L.U. 
A.C.F. Finkbiner, Jr., C.L.U. 
THE NORTHWESTERN MUTUAL LIFE 
INSURANCE COMPANY 


1405 Locust St. Tel: KI 6-1234 
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THOMAS F. IRWIN and ASSOCIATES 
PROVIDENT MUTUAL 
LIFE INSURANCE COMPANY 
OF PHILADELPHIA 


3 Penn Center Plaza Tel: LOcust 8-0535 


FRED VAN URK AGENCY 
Representing 
UNITED BENEFIT LIFE 
INSURANCE COMPANY 
123 South Broad St. Tel: KI 6-1500 





A. RUSSELL ATWATER AND ASSOC. 


Managing General Agents 
Eastern Pennsylvania and Delaware 
THE CROWN LIFE 
INSURANCE COMPANY 


3 Penn Center Plaza LO 8-3545 
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JAMES A. GALLIGHER, Gen. Agt. 


Alvah B. Adam, Bkge. Mgr. 
C. William Richardson, Reg. Grp. Mgr. 
THE LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


3 Penn Center Plaza LOcust 8-2033 


THE PIERCE AGENCY 
Wm. G. Pierce, C.L.U., Gen. Agt. 
THE FIDELITY MUTUAL LIFE 
INSURANCE COMPANY 


6 Penn Center Plaza LO 8.2050 


ROBERT B. ARMSTRONG 
General Agent 
NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY 


3 Penn Center Plaza Tel: LOcust 8-2920 








ALBERT C. ADAMS 


General Agent 


no = _ x 
Lirg InsuURANCE COMPANY 
€n Bocven. Masssenweerre 


Broad Locust Bldg. KIngsley 6-1811 


GLEN W. ROSE 
Manager 
DOMINION LIFE 
ASSURANCE COMPANY 
121 S. Broad KIngsley 5-6925 


THE MAC LEAN AGENCY 
MASSACHUSETTS INDEMNITY 
and 
LIFE INSURANCE COMPANY 
Robert C. MacLean, C.L.U., Brokerage Manager 








121 S. Broad St. Tel: PE 5-4600 











1616 Walnut KIngsley 5-0833 


“The Business Insurance Agency” 








2 Penn Center Plaza LO 7.2121 
GORDON S. MILLER ‘ 
L. V. DRURY NORRIS MAFFETT, C.L.U. 
General Agent 
Manager ; ‘HUSETTS MUTUAL LIFE General Agent 
SUN LIFE ASSURANCE COMPANY eaaisntnsiniccisiclah fig THE CONNECTICUT MUTUAL LIFE 
OF CANADA INSOR aS COMPANS INSURANCE COMPANY 


1420 Walnut Tel: KIngsley 5-5100 
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NALU President William S. Hendley Jr. 
Challenges Members To Greater Efforts 


(CONTINUED FROM PAGE 1) 
stockholders in) American — busi- 
ness, you well know the strength 
of this free enterprise system de- 
pends upon vigorous competition 
and maximum return for business 
dollars spent. 

Certainly the framers of the con- 
stitution of the United States nev- 
er intended that this government 
should compete with private indus- 
try in the carrying on of business 
activity. Our federal government 
today is engaged in far too many 
business-type activities in compe- 
tition with private enterprise. Such 
government competition tends to 
destroy initiative on the part of 
the people and to restrict normal 
growth and expansion of private 
endeavors. It further deprives the 
people of opportunities for private 
employment and enterprise, there- 
by reducing their ability to pay 
taxes without which government 
cannot exist. Except where abso- 
lutely necessary for the national 
welfare, it should be a declared 
policy of the Congress that the 
government shall get out and stay 
out of competition with private 
enterprise. 


Should Not Compete 


None of us quarrels with the 
right, indeed the responsibility, of 
the government to do those things 
for its citizens which cannot be 
done by the citizens themselves. 
We do challenge the right of the 
government to inject itself into 
fields of activity in competition 
with private institutions. 

A very obvious example of this 
has been the repeated efforts made 
over a period of several years to 
put the government further into 
the field of veterans’ life insurance. 
Just recently we were chiefly re- 
sponsible for bringing about the 
defeat of a proposal sponsored pri- 
marily by Sen. Russell B. Long 
of Louisiana, which would have 
allowed more than 14 million vet- 
erans to purchase up to $10,000 of 
National Service life insurance 
from the federal government. The 
vast majority of the veterans who 
would have benefited from the en- 
actment of Sen. Long’s proposal 
are those whose insurability has 
not been impaired by reason of 
service-connected disabilities. 

One of the principal arguments 
made by Sen. Long in support of 
his proposal was that the veterans 
in question would be able to buy 


life insurance from the govern- 
ment at a lower cost than that 


which the private life insurance 
business would charge. He neg- 
lected to explain that one of the 
main reasons why the government 
would have been able to show such 
a favorable cost comparison was 
that the government’s program 
would, of course, have been com- 
pletely exempt from all taxation, 
hereas the private life insurance 
incss Is required to pay approx- 
out of every $100 of 


premium income for federal, state 
and local taxes and fees. 

Thus, as you can see, Sen. 
Long's proposed program would 
have been favored with an indirect, 
but very substantial, subsidy at the 
expense of the other taxpayers of 
this country, including life under- 
writers and the companies which 
they represent. 

No Justification At All 
There is absolutely no justifica- 


tion for competition of this type 
The 


from our government. gov- 
ernment has no more. business 


furnishing life insurance at a dis- 
count to able-bodied veterans at 
the expense of the taxpayers than 
it has to furnish these veterans 
with taxpayer-subsidized — shoes, 
clothing, radios, automobiles or 
any other commodity. I believe 
that the leading role that we 
played in bringing about the de- 
feat of the Long proposal was one 
of our finest hours and_ proved 
that, when aroused, we can make 
ourselves heard by our lawmakers 
in Washington. 

Which leads me to suggest that 
participation in politics, which is 
nothing more nor less than the sci- 
ence of government, is the duty of 
every good citizen, and we may be 
assured that if we fail to make our 
influence felt as good citizens, 
those who would destroy our way 
of life stand ready to fill the vac- 
uum. We have reached the turning 
point when we can no longer af- 
ford the luxury of sitting in the 
bleachers. We must all get out on 
the playing field. 


Good Planks Missing 


Next, I wish to observe how re- 
freshing it would have been if the 
planks of both of the major politi- 
cal parties had expressed real con- 
cern about what is being done to 
future generations by social wel- 
fare programs started today in al- 
most complete ignorance of their 
social and economic impact in dec- 
ades to come. 

Let’s take a look at the decade 
between 1950 and 1960. In the 
year 1950 the social security bene- 
fits paid out amounted to $961 
million. By 1959 this figure had in- 
creased to $10.3 billion or an in- 
crease of over 1,000%. In 1969, 
when the maximum level of social 
security taxes is reached according 
to presently enacted legislation, 
the Social Security Administra- 
tion’s own actuaries estimate that 
the benefits will amount to $16.7 
billion a year. 

I think the American people de- 
serve to be told that the employer 
contribution is an excise tax on the 
business or corporation—that the 
employe contribution is nothing 
more than an income tax on the 
individual. For a moment let’s take 
a look at these taxes just referred 
to. 

When social security was es- 
tablished they told us that the 


maximum taxes on an employe 
would start at $30 and within the 
next 12 years would rise to $90 and 
then level out, and with the same 
maximum taxes payable by his 
employer. This is what has hap- 
pened, The maximum taxes stayed 
at $30 a year from 1937 to 1950 and 
then rose by jumps until today 
they are $144, and in the present 
law are scheduled to be increased 
still further until in 1969 the max- 
imum taxes payable by an employe 
and by his employer will be $216 
a year each. 


Peril In Each Election 


Despite this tax burden that 
Congress has already voted for the 
generations of the future to carry, 
every election year brings us more 
and more efforts on the part of do- 
gooders, and social planners for 
greater and greater social security 
benefits. They apparently care 
little about what these welfare 
state plans will do to traditional 
American self-reliance, enterprise, 
thrift and individual initiative. 

They disregard completely what 
this will do to the moral fibre of 
the American people. There is 
probably no other legislative en- 
actment that commits future gen- 
erations to greater obligation than 
social security. Despite this, some 
of the more rabid of the social 
planners are advocating 40% to 
50% additional increase in benefits 
in the next few years. So I think 
we should take the position here 
and now that the Congress of the 
United States has an obligation to 
our people to tell them that social 
security is a tax supported social 
welfare plan. 


Many Think It’s Insurance 


You know and I know that there 
are many people in this country 
who are under the impression that 
social security is insurance—that 
the benefit payments are like an- 
nuities—that these so-called work- 
er contributions, which are really 
taxes, are like premiums—that 
each is building up a savings ac- 
count for his old age—and that he 
gets benefits he has bought and 
paid for—that his social security 
card is like an insurance policy. 

None of these statements is true. 
The following quotation is from 
the brief filed in the Supreme 
Court of the United States by the 
United States solicitor general on 
behalf of the Department of 
Health, Education, & Welfare in 
the case of Flemming vs Nestor in 
September, 1959: 


Not Insurance At All 


“The OASI program is in no 
sense a federally-administered ‘in- 
surance program’ under which 
each worker pays ‘premiums’ over 
the years and acquires at retire- 
ment an indefeasible right to re- 
ceive for life a fixed monthly bene- 
fit, irrespective of the conditions 
which Congress has chosen to im- 
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pose from time to time. \Vhile th 
act uses the term “msurince,’ the 
true nature of the program ig , 
be determined from its ictual jp, 
cidents. 

“The ‘contributions’ exacted yp, 
der the social security progray 
from an employe in covered a 
ployment, in the form of payrol 
deductions made by the employe; 
on behalf of the government ap, 
paid into the general Treasury. ; 
a tax.” “Te 


Sustained By Top Court 


The contentions of the solicito; 
general quoted above were gy. 
tained in the decision of th 
United States Supreme Court file 
on June 20, 1960. In its opinion the 
court stated: 

“It is apparent that the noncop. 
tractual interest of an employe coy. 
ered by the act cannot be soundly 
analogized to that of the holder ¢ 
an annuity, whose right to benefit; 
are bottomed on his contractyg! 
premium payments. 

“It was doubtless out of ay 
awareness of the need for such 
flexibility that Congress included 
in the original act, and has since 
retained, a clause expressly te. 
serving to it ‘the right to alter 
amend, or repeal any provision’ of 
the act.” 


Opposed Insurance Nomenclature 


In order to educate the Ameri- 
can public to the inherent danger 
in using insurance terminology jn 
the social security program, the 
NALU board of trustees adopted 
a resolution on May 29, 1959, 
against the continued use of insur- 
ance terminology in the social se- 
curity act. Other insurance asso- 
ciations have followed NALU’s 
lead, and at its annual meeting 
last June the National Assn. of In- 
surance Commissioners adopted a 
similar resolution directing a com- 
mittee of the NAIC to “collect 
and collate authoritative informa 
tion regarding the true nature and 
purpose of the social security pro- 
gram and to report thereon at the 
next special or regular meeting of 
the association.” 

NALU is cooperating fully with 
the NAIC committee working on 
this project, and we are determined 
that the American public shall be 
properly informed as to the true 
nature of the social security pro 
gram, and that Congress shall take 
the necessary action to remove all 
insurance terminology from the 


social security act. 
To Give The Truth 

This program is simply to give 
the American people the truth 


about social security and about it- 
dividual thrift and responsibility. 
No program that we could carty 
on could be more in the public i 
terest. 

To those who would argue that 
our objective is to discredit socta 
security may I say that no pro 
gram, public or private, can 
harmed if that program is soundly 
conceived. And, if the truth does 
raise doubt—even weaken public 
support—then that program or a 
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tivity is seriously in need of sound, 
corrective change. 

“YALU has long supported so- 
cial security as a floor or protec- 
tion against want and destitution. 
it must be preserved in a sound 
manner. 

Reassured By Defeat 

It was reassuring in recent 
weeks to see the defeat of a medi- 
cal care plan that would have put 
even greater financial strain on 
our social security trust fund. The 
pill would have amended the so- 
cial security act to provide medi- 
cal services for aged persons, irre- 
spective of their ability to provide 
jor their own health care needs. 

We, of the association, are sym- 
pathetic to the problems of the 
aged in the field of medical care, 
but we are also concerned about 
the forgotten group—our children 
and grandchildren -who are going 
to have to pick up the tab for this 
type of legislation for generations 
to come. It is proper that this kind 
of legislation should be postponed 
until after the emotionalism of an 
election year. Then our lawmakers 
can take action dictated by the 
facts and sound judgment. I’m 
afraid that the congressmen who 
are proposing this type of legisla- 
tion without due consideration of 
the future impact would appear to 
be more interested in their own 
political health than they are the 
medical care of the aged. 


Cities Voluntary Plans 


And may I say that we of the 
association are proud of the tre- 
mendous increase in the number of 
all our citizens of all ages who are 
being provided this coverage 
through voluntary plans. And here 
the citizen has freedom of choice 
in the American way, and does not 
become more dependent on a wel- 
fare state. In fact, the entire sys- 
tem tends to discourage voluntary 
savings and increase dependency 
on government. 

The situation is such that the 
whole social security program 
should have further study. The 
importance of such a study is em- 
phasized when we learn from the 
official actuaries of the Depart- 
ment of Health. Education, & Wel- 
fare that the system has an “un- 


iunded liability” of $350 billion. 
Depends On The People 


I am convinced that the preser- 
vation of both the American free 
eiterprise system and _ constitu- 
tional government as we_ have 
known it depends upon the people 
themselves. When the people ex- 
press themselves vigorously, their 
leaders heed their wishes. When 
the people do not bestir them- 
selves, a vacuum is created, due in 
part to a lack of information, and 
im part—regrettably—to the play 
of personal ambition and _ political 
pressure. The wisdom of the peo- 
ple can only prevail when citizens 
are interested in government, in- 
formed on vital issues and willing 
to express themselves. 

I think that every American 
should remember that he’s a stock- 
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holder in this corporation we call 
the United States of America and 
that that fact implies certain re- 
sponsibilities which he cannot af- 
ford to ignore. Our country is to- 
day at the crossroads. We the peo- 
ple will determine whether Ameri- 
can fundamentals will prevail. We 
must meet the challenge. 

The following quotation from an 
anonymous author expresses better 
than anything I know the concept 
of true Americanism: 


DAILY, SEPTEMBER 14, 1960 


“IT do not choose to be a com- 
mon man. It is my right to be un- 
common—if I can seek opportuni- 
ty, not security. I want to take the 
calculated risk to dream and to 
build, to fail and to succeed. 

“T refuse to barter incentive for 
dole. I prefer the challenges of life 


to the guaranteed security, the 
thrill of fulfillment to the stale 
calm of Utopia. 

“T will not trade freedom for 


beneficence, nor my dignity for a 
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handout. I will never cower before 
any master nor bend to any threat. 
It is my heritage to stand erect, 
proud and unafraid, to think and 
act for myself, enjoy the benefit of 
my creations, to face the world 
boldly and say: ‘I am an Ameri- 
can.” 

Harland L. Knight, agency vice- 
president, is representing the Se- 
curity Mutual of New York home 
office at the convention. 








A few moments of your time 


may be worth a fortune to me 
... and to YOU! 


MULIC agents have everything they need to assure them of suc- 
cess: exclusive easy-to-sell policies, special sales aids, and a re- 


tirement program that provides real future security! 


Write to “Phil J.” today for details about MULIC, the agents 


company, and our unique 4-point retirement program. 


© NON CONTRIBUTORY PENSION PLAN 
LIFETIME RENEWALS TO AGENT AND/OR WIFE 


SOCIAL SECURITY 
SPECIAL STOCK PARTICIPATION PLAN 


(through which agents have been realizing 100% on their investment) 


Agency opportunities are available in: 


Alabama Hawaii Michigan 
Arkansas Illinois Ohio 

Arizona Indiana Oklahoma 
Florida Kentucky Pennsylvania 


Phil J. Schwanz, President 


South Carolina 
Tennessee 
Virginia 
Washington, D. C. 





MIDWESTERN UNITED LIFE 


FORT WAYNE, INDIANA 


MIDWESTERN UNITED BUILDING 
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Sell Your Friends Insurance: Elsie Doyle 


(CONTINUED FROM PAGE 14) 
livery of the policy—it must be 
continuous. Mine was not. 

For a long time my company 
looked on me with special favor 
because, for the first 12 years, on 
all the business I had written, it 
had not paid a single death claim. 
Two others whom I had sold and 
who had died had somehow al- 
lowed their policies to lapse, or I 
had permitted them to lapse by 
not following through closely 
enough. 

Certainly I was happy for the 
good fortune of my clients and 
facetiously used it as a sales point 
—‘my policyholders never die.” 
3ut this record gave me very few 


true stories from my own experi- 
ence. About all I was able to point 
out was the protection furnished 
and the cash values they were 
building. 

Now that I am older the picture 
is changing. Death and disability 
claims are more frequent; more 
and more endowments are matur- 
ing and every day I am personally 
rewarded for the service of my 
professional years and that  per- 
formed by other agents whose 
policyholders I now serve. 

Before moving to Fort Lauder- 
dale about four years ago I had 
represented my company in Cin- 
cinnati and northern Kentucky for 


1960 


17 years. The only inventory I had 
in this new area was orphan pol- 
icyholders. Some were long-time 
residents, but the majority were 
policyholders moving into the 
southland. 


Opportunity For Service 


Unfortunately the Florida Gold 
Coast, as it is called, is not so for 
all. There are many living on dis- 
ability income, their savings, and 
some with the aid of social securi- 
ty. It has been an opportunity for 
service, with little financial re- 
ward but greater satisfaction and 
personal experience in observing 
the miracles of life insurance and 
all its benefits. 

This institution of life insurance 
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has created the enormous finap, if yo 
cial strength in the United State, }¢¢h" 
alone of over 100 million Persons |‘"¢** 
providing over 500 billions of dj, fYo"" 
lars that guaranty sheltcr for th then, 
widow, security for the aged, sup. the ¢ 
port and education for our ¢hjp |" 
dren, investment dollars making j client 
possible for our country to grow Ma 
and prosper, and providing jobs jy" 
for thousands. “Hrilled 

These are things, I believe, 4, |°"¢ 
be proud of. This pride you ¢ay at 
carry with you, head held high, a ing. | 
you enter a home or an office oj res 
a prospect, as you offer him the Me 
opportunity to participate. sot 

Armed with this conviction, you pratée 
can succeed by simple package | : 


; : by lt 
sales, covering single needs. By }james 








Verne Smith, Assoc. 


tn Yancock 
MOTUALS LIFE INSURANCE COMPAND 


Boston, Massachusetts 
DUnkirk 2-8251 
600 S. New Hampshire 
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Charles L. J. Fee, General Agent 
Gen. Agt. 
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Cliff Dancer, Office Brokerage Mgr. 


Los Angeles 5 

















Melvin P. Gundlach, Asst. Gen. Agt. 


Suite 512, Statler Center 


THE HAYS AGENCY 
Rolla R. Hays, Jr., C.L.U., General Agent 


NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY 


Crawford Nalle, C.L.U., Asst. Gen. Agt., Mgr. Agency Adm. 
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PACIFI MUTUAL LIFE 
INSURANCE COMPANY 
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71st Annual 
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STATE MUTUAL LIFE ASSURANCE 
COMPANY OF AMERICA 


Telephone MA 17-6439 
530 W. 6th St. 
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* LEO FISHER 


Manager 
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THE UNION CENTRAL LIFE | 
INSURANCE COMPANY 
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Los Angeles 17 
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WASHINGTON NATIONAL 


INSURANCE CO. 
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3535 West 6th St. 


GEO. N. QUIGLEY, JR., C.L.U. 
Branch Manager 
MANUFACTURERS LIFE INS. CO. 


Ed. Linsenbard, Brokerage Mgr. 
DUnkirk 5-3241 


Los Angeles 5 


JAMES STOESSEL, C.L.U. 


NATIONAL LIFE OF VERMONT 


3350 Wilshire Blvd. 





GENERAL AGENT 


DUnkirk 5-5076 
Los Angeles 5 
2601 Wil 























JACK WHITE AGENCY 
Jack White, C.L.U. Manager 
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COMPANY OF AMERICA 
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JOHN R. MAGE, C.L.U. 
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ilso equipped with the because of the lack of it. A glance 


technical knowledge 


this in- at this card, as you prepare for 


o.oo sreasingly complex business, then your interview, will renew the case 
oneal Ms} our strength is quadrupled. It is histories you know so well and can 
| S ot dol. ‘hen, and only then, you can have be the spark to fill your day with 
ter for the re complete confidence that you inspiration, for, indeed, truth is 


aged, Sup. 
r our chil. 
> making jt 


can 
clients. ; ew [san 
May I make this suggestion? If 


professionally 


serve your stranger than fiction and much 


more convincing. 
Last spring I received a gradua- 


ry to z : : eet : 
idan ie vou follow it, your day will be tion announcement from a young 
f sie : atic: } : ’ i 

§ Js}-1ed with more satisfaction be- man. Clipped to it was this card 


believe, to 


cal 


ise it will give you confidence. which reads, “Mother has told me 
Instead of selling, you will be serv- that without the insurance you 


le YOu can}ino, Instead of giving a sales pitch, sold Dad when I was a little boy, 
ld high, as a will be giving understanding! this day would not have been pos- 
1 Office of | Dig deep into your own experi- sible. Mother and I both wish you 
er him the ences or borrow stories you have could be with us on June 9th.” ~ 


te. yeard and jot down on a card the 


The father, a former policyhold- 


yiction, you},ames of those who have benefited er of mine, was denied his fondest 


le package 


by life 





also the dream, to see his boy graduate 


needs. But}james of a few who are suffering from college. But he made certain 


that it would come to pass. Could 
you ask for a more convincing 
sales aid than this tiny card that 
says so much? 

We are equipped with figures 
pointing out the economic value 
of a college graduate as opposed to 
that boy or girl who finishes grade 
‘or high school. Our companies 
publish interesting booklets on the 
costs of such an education and how 
to guarantee it. But this little 
note, I believe, will be more ef- 
fective than the most beautifully 
prepared illustration could possib- 
ly be. 

Our theme, “WANNA WRITE 
A MILLION ?” is interesting. The 
real question is, however, do we 
want to enough to set our sails, 
develop our plans, and stick to 
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them, to make it possible. 

Therein lies the answer. We 
must believe in the benefits we 
are offering. It is then, and only 
then, each day becomes a _ chal- 
lenge and an opportunity to be a 
true friend to our friends. To them 
you do not have to sell yourself, 
nor your company. Your biggest 
sale is to yourself in eradicating 
that old bug-a-boo about selling 
your friends. Sell your friends and 
then make new friends of your 
policyholders. 

Organize your schedule to first 
do the really important jobs, and 
then ration the time that is left 
over for the things you believed 
were so necessary. Sure I “wanna 
write a million” again and again, 
and I believe I can. 





eee Sal 
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NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY 
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People Important, Myers Tells WLRT 


(CONTINUED FROM PAGE 4) 
up in the innovations, the complex- 
ities, and problems of our business 
that we sometimes forget the basic 
values that underlie it—the values 
that constitute the primary source 
of inspiration to those who sell it 
and of motivation for those who 
buy it. 

Let me say right away that I do 
not mean to disparage the innova- 
tions or to minimize the complex- 


ities and the problems. Very able 
life insurance people are devoting 
their efforts to devising new appli- 
cations of life insurance principles, 
modifying older plans to meet the 
changing insurance needs of the 
American people, and exploring 
promising new markets. 


Lists ‘Hard Problems’ 


Others are busy working out ap- 
proaches to the hard problems our 


industry faces: competition, for ex- 
ample, in its many forms—compe- 
tition with government; competi- 
tion with other products—material 
products offering immediate satis- 
factions, and competition from oth- 
er so-called instruments of thrift 
and investment. And there are oth- 
er problems, as I’m sure you are 
aware: taxes, regulation, and the 
mounting costs of doing business, 
to mention only a few. There is 
much being done and much more 
that needs to be done in all these 
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Five years may see a big change in your re- 
sponsibilities. Five years may see a big 
change in your life insurance needs. For 
these very reasons, Sun Life of Canada 
offers its new ADJUSTABLE POLICY, the 
policy that gives you four options at the 
end of five years so that you can decide 
what type of life insurance coverage best 
suits you at that time. 

For example, will you still be insurable? 
One of the options offers you increased 
coverage with no further medical evidence 
..or.. Will you want a larger income for 
your retirement years? Another option 
allows you to change your policy to an en- 
dowment at age 65... or . . Will you want 
to reduce your premium outlay without re- 
ducing your protection? Then you can 


change your policy to a lower premium, 
whole life policy ... Or you also have the 
option of keeping your original policy — 
which will be fully paid for at age 65 — in 
effect. This plan may meet your personal 
and family insurance needs for a lifetime. 

With its four valuable options, Sun Life’s 
Adjustable Policy looks to your future and 


considers 

@ your financial circumstances 

e your family’s protection 

@ your retirement income 

@ your insurability 
Let the Sun Life agent in your neighbor- 
hood put you and your family on the right 


road to security. Why not ask him today for 
full details of this flexible new policy? 


SUN LIFE ASSURANCE COMPANY OF CANADA 


One of the great life insurance companies of the world 








Sun Life’s coast to coast advertising program is currently featuring this message. 
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areas. 

But having mentioned these jp, 
portant facets to our business—t, 
strategy, the thinking and pla 
ning—the heart of life insurane, 
remains, it seems to me, unaltere; 
and undiminished. For | beliey. 
that life insurance is, in fact, a mat. 
ter of the heart, a matter of feeling 


Doesn’t Get To Heart 


The intelligence of the life jp. 
surance idea is, to be sure, sounj 
and indeed scientific, as we 4 
know. As we know, too, it js ; 
unique and irreplaceable device fg; 
thrift and protection. In fact, lif 
insurance has been called the mog 
ingenious financial instrument eye 
devised by man. 

All of which is true and reasoy 
for pride, but still doesn’t get quite 
to the heart of the matter. The 
heart of life insurance, I believe, j 
the sense of responsibility tha 
moves a person to put his signature 
to an application. It is the feeling 
for his family that permits him jn 
that moment of decision to accept 
his own mortality and to accept in 
the same moment a duty towards 
his loved ones that may outlast 
him. 

When a man signs a life insur. 
ance contract he says, in effect 
whether I am here or not, my fam- 
ily shall not go without food, cloth- 
ing and shelter; or my children 
shall not go without education; or 
my business, which is their liveli- 
hood, shall not lose its value. 


Warns On Cynicism 


It would be a great pity, it seems 
to me, if we ever became careless 
of these fine feelings, or took them 
for granted or grew cynical about 
them. For it is an expression of 
the best in humanity that we should 
care what happens after we are 
gone. 

It may be, in fact, that this car 
ing and preparing for the indefin- 
ite future, anticipating and to som 
extent mastering the future, is th 
essential impulse that underlies hu 
man society, culture and civilize 
tion. 

In addition to the acceptance 0! 
mortality, the heart of life insur 
ance is a statement of hope and: 
personal declaration of indeper- 
dence: The hope is the very ht 
man one of longevity, and the dec 
laration states however long I shal 
live I shall be a burden upon m 
one, and the source of my subsis! 
tence in my later leisure years 
shall be my own labor in my activé 
years. It is a superbly human a 
tribute thus to. sacrifice preset! 
satisfaction to future independence 


A Feeling Of Trust | 


The heart of life insurance, more 
over, is a feeling of trust that thy 
insured places in the insurer, ft 
when he signs the contract he say 
in effect, “I believe that you vd 
honor this contract however mall) 
years may elapse between now all! 
the day payment to me of mill 
falls due, according to the tert 
of this contract. 

And I believe that in the yea 
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between, You, the insurer, will tend 
my money wisely and well, and 
make my best interests yours.” | 
think it should humble us, the in- 
surers, that we are the repositories 
of such trust, and make us re- 
double even our best efforts to con- 
tinue to be worthy of it. 


A Matter Of Sentiment 


So the heart of life insurance, as 
| see it, is a matter of sentiment 
—among the best sentiments in 
people. I have already indicated the 
importance I assign to the unsen- 
timental aspects of our business. It 
is of great importance that the life 
insurance companies devise the 
best policies possible, the best sys- 
tems of service to policy owners 
and the most efficient machinery 
for doing the job, and that we con- 
duct all appropriate research tow- 
ards these ends. It is of great im- 
portance that we conduct our in- 
vestment programs wisely. It is of 
great importance that we safeguard 
the broad interests of our industry 
by constant and careful negotiation 
with government and the regula- 
tory bodies at all levels. 

But all this refers to the mind 
and body of life insurance, as it 
were. The heart of our business is 
the feelings that we provide for and 
which we make material through 
the conduct of our business—the 
feelings of responsibility, devotion, 
independence, self-reliance and 
trust. 

I stress this aspect of our busi- 
ness because it is, I believe, the pri- 


ANNOUNCING— 
THE PENSION SCHOOLS 
AT PURDUE 


Basic Pension School, October 10-11, 
1960—Tuition $50 


Pension and Profit Sharing School, 
October 12-14, 1960—Tuition $100 


FACULTY— 


Janes B. Zischke, Moderator, 
San Fraxcisco 

Williston L. Bradway, C.L.U., 
Los Angeles 

John T. Callihan, Boston 

Frank M. Engle, Tulsa 

Bruce |. Gheen, Cleveland 

Robert Greer, Boston 

Morris Hoffran, Philadelphia 

E. D. Mendenhall, Jr., San Francisco 

E. A. Starr, Hartford 

Ron Stever, C.L.U., Los Angeles 


CURRICULUM— 


- The Methods and Ideas Used by 
Gheen, Starr, and Stever in the 
Sa'e of Pension Plans 


. Status Report on Pensions for the 
Self-Employed and Current Legis- 
lation Pertinent to Employer-Em- 
ployee Compensation Plans 


- Combining Life Insurance and Mu- 
tual Fund Sales in the Pension and 
Profit Sharing Field 


- The Sale of Individual Pension Plans 


- And in the Basic Pension School: 
Approach, Types, Tax Consequences, 
Formulas, Contracts, Installation, 
Profit Sharing, Analytical Appraisa. 


QUERIES SHOULD BE ADDRESSED TO: 


HAL L. NUTT, C.L.U., 
LIFE INSURANCE MARKETING INSTITUTE 
PURDUE UNIVERSITY 
LAFAYETTE, INDIANA 
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mary source of inspiration for all 
of us who are in life insurance and 
particularly for you who have the 
responsibility day in and day out 
of making realities of these fine 
feelings and awakening them where 
need be. 

I stress the heart of life insur- 
ance, because in the welter of 
complexities in our modern world 
it is easy to forget essentials. It is 
easy to get caught up in individual 
problems and issues. It is easy to 
mistake the buildings and the of- 
fice machinery and the organiza- 
tion for the core idea, the core 
emotion, that makes life insurance 
possible and has made it the great 
national institution for thrift and 
protection it is today. 


Is ‘All About People’ 


I have tried, you see, to empha- 
size people—the individual feelings 
and the feelings of individuals—in 
an effort to get at the basis of what 
our business is all about. Transis- 
torized computing machinery is a 
tribute to our progressive way of 
doing business; new policies and 
new forms of coverage are a trib- 
ute to our ingenuity; but in the 
last analysis, these are not what 
our business is all about. Our bus- 
iness is all about people—men, 
women, children; their hopes and 
fears for the future, their feelings 
of obligation towards others, their 
strivings towards self-reliance and 
independence. 

If we in life insurance can keep 
touch every day of our lives with 
these human wellsprings of our 
business; if we keep the purely hu- 
man aspects of our business in our 
hearts even as we search with our 
minds for solutions to our prob- 
lems; if we can constantly remem- 
ber that life insurance, like no other 
business, is essentially a matter of 
the heart, and take heart from that 
fact, then I for one believe that our 
greatest opportunities for service 
to the people and our country lie 
ahead of us. 


Republic National Dinner 

C. J. Skelton, senior vice-presi- 
dent of Republic National Life, will 
be host at the company’s dinner 
Thursday evening. 


Occidental Life Dinner 

Hosts at Occidental Life’s con- 
vention dinner Thursday evening 
will be William B. Stannard, senior 
vice-president, and Earl Clark, vice- 
president. 


Great-West Life Dinner 

Hosts at the Thursday evening 
dinner and reception of the Great- 
West Life will be FE. A. Palk, di- 
rector of agencies, and G. E. Tho- 
mas, superintendent of agencies. 

Burnie R. McCotter, assistant 
vice-president, is representing Oc- 
cidental Life of North Carolina at 
the convention. 


American Mutual Life is repre- 
sented at the convention by Harry 
S. McConachie, president. 
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and don’t make a mistake when you are ready to take 


the big step upwards with a General Agency 
of your own. Be sure you select a company 
that will support your work to the fullest 
practical extent. F & B offers a liberal Gen- 
eral Agency contract, including training and 
financial help for your sub-agents. . plus 
such advanced coverages as the Guaranteed 
Purchase Option, and many other modern 
policy forms. Before you open your own 
General Agency, ask for F & B’s proposal 
— for your own good! 


2 Farmers & Bankers 
lgeadsy Life Insurance Company 


Home Office: 200 East First Street, Wichita, Kansas 


BEST WISHES TO THE 


NATIONAL ASSOCIATION 

OF LIFE UNDERWRITERS FROM 
“AMERICA’S MOST MODERN 
LIFE INSURANCE COMPANY” 


The company that 
uses a Univac 
to locate prime prospects. 
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PACIFIC 
FIDELITY 


LIFE INSURANCE COMPANY 


Home Office: Los Angeles 


GPO ..a typical F & B 
plan for the man who'll 
need more insurance in 
the future ..and the man 


who'll sell it to him! 
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Mrs. Bush Cites Success Ingredients 
(COTES Ts Pass ¢ Should we strive for this accom- 

ought to be doing. Stop doing the plishment and the recognition that 

things you already know you ought it affords? We might consider some 


not to be doing.” of the success characteristics of the 
—_ members of MDRT: 
MDRT Characteristics —They like people. 
Income. The measure of a man’s —They are imbued with the 


success is usually thought of in deep-telt desire to serve. : 
terms of accomplishments. There- | —They have a burning passion 
fore, the slogan of the WLRT Sell- to serve. 

arama is “Wanna Write a Million?” © —They have an unquenchable 


thirst for knowledge of themselves, 
of other human beings and of their 
business. 

—They are good executives. 

In these days of transition and 
change, when the new becomes old 
overnight, when the unknown of 
yesterday is the leader of today, 
when opportunity is but another 
name for ability, it is needless con- 
cern to ever think of limitations. 

The only limitation that should 
concern any man is that which he 
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at most ages). 





When you phone 
The Man from Manhattan, 
chances are your problem iS over. 


HERE ARE JUST A FEW 
OF MANY WAYS HE CAN HELP: 


When You Need Progressive Underwriting on sub-standard 
risks Through Age 74 (we issue up to 1,000% mortality 


When You Need Family Income and decreasing term riders 
Through Issue Age 64, standard or sub-standard. 


When You Need Permanent Plans (Ordinary Life, 10 Pay 
Life and 20 Pay Life) To Issue Age 75, standard or sub- 





standard. 








standard or sub-standard. 


When You Need up to $50,000 Low Cost Insurance on a 
Wife, available under our Family Member rider, with 
children or even if there are no children, and issued 


When You Need a Family Member Rider to 
cover minor children of a widow, widower or 
divorcee without spouse (sub-standard issued 
on minor children). 


When You Need a Guarantee of Future Insur- 
ability, issued and exercisable through age 64 
with the guarantee amount actually payable at 
death if it occurs before conversion. Amounts 
available as high as $50,000, standard or sub- 
standard, and at very low cost when Level Term 
Rider is attached to any permanent Manhattan 
policy —old or new. 

Manhattan Life is Famous for its Flexibility, with 
55 policies and 13 riders, not counting the sub- 
standard versions. 


Better phone The Man from Manhattan 


Our 2nd \y Century 
by, 


THe MAnuattan Lire 244 INsuRANCE COMPANY 


of NEw York, 


Home Office: 111 West 57th Street, New York 19, N.Y. 
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places upon himself. Succe -s comes 
in “cans,” failure comes in “can’ts” 
Remember, no man can lecome ; 
failure without his own cousent. 


Phoenix M utual Dinner 
Has 7 Home Oftice Host, 


Phoenix Mutual will give a dip. 
ner Thursday evening, attended hy 
the following home office people: 
Herbert C. Skiff, vice-president: 
Clifford L. Morse, agency vice. 
president; Frederick J. Connor 
regional vice-president easter, 
area; William A. Hunt, regiong 
vice-president midewestern area: 
Alvin H. Polley Jr. regional vice. 
president northeastern area: Oliver 
M. Wilhelm, regional vice-preg. 
dent western area, and James | 
Tapp, superintendent of | broker. 
age. 


Penn Mutual Dinner Host 


Penn Mutual Life’s dinner yi 
be at the Washington Room, Hotel 
Washington, Thursday — evening 
Attending will be Charles R. Ty. 
son, executive vice-president, John 
M. Huebner, senior vice-president. 
Urban F. Quirk, 2nd vice-president 
and superintendent of agencies, 
M. P. Gallagher, agency secretary, 
and Aaron M. Royal, manager oj 
field training. 


American United Dinner 

Lawrence Leland, vice-president 
and agency director of American 
United Life, will be host at the 
company dinner Thursday even- 
ing. 


Pacific Mutual Dinner Hosts 


Attending the Pacific Mutual 
Dinner Thursday evening will be 
Joseph F. Tudor, vice-president 
agency department, and John W. 
Craddock, supervisor of agencies 
at Washington, D.C. 


Gulf Life Plans Dinner 

The Thursday evening dinner 0 
Gulf Life will have as hosts W. ] 
Hamrick, senior vice-president 
and Loper B. Lowry, vice-prest 
dent and assistant to the president. 


J. K. Higdon Of B.M.A. On Hand 


J. Kenneth Higdon, assistant 
vice-president of Business Men’ 
Assurance, is representing the 
home office at the convention. 


Union Central Dinner 


Representing the home office at 
the Thursday evening dinner 0 
Union Central Life at the Woodner 
Hotel will be Oren D. Pritchard, 
2nd vice-president and recent pres 
ident of NALU, and Fred W. 
Gusweiler, 2nd vice-president. 


From Minnesota Mutual 


The following officers of Mir 
nesota Mutual are expected to at 
tend the convention; Harold | 
Cummings, president; Herbert 
Elston, vice-president, sales, att 
Carl H. Cummings, William | 
Hadlich and Everett R. Jay, # 
agency superintendents. 
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Mrs. Tall Calls CLU Designation 
Her Most Effective Sales Tool 


Mrs. Helen Tall, New England 
Life, Baltimore, says that the CLU 
designation after 
an agent’s name 
means that he or 
she is equipped 
to render “a 
knowledge- 
able, fair and ac- 
curate appraisal 
of a person’s in- 
surance needs.” 
In her “Sellar- 
ama” speech for 
Women Lead- 
ers Round Table 
Sunday at the 
annual convention of NALU in 
Washington, she tells how the des- 
ignation has resulted in added sales 
for her. A condensed version of her 
talk follows. 


By HELEN TALL 


Since the first saleswoman tried 
to make the first sale she has tried 
to find the magic formula for suc- 
cess in selling. Now I would indeed 
be presumptious if I thought that 
I knew the magic formula. But I 
do know that the most effective 
selling tool I have is the three let- 
ters after my name, the CLU. (The 
best sale I ever made gave me the 
three letters in front of my name!) 

Why do I consider those three 
letters, CLU, my most effective 
selling tool ? 

First of all, the CLU gives me 
prestige—tremendous presige ! 
When a person wants his books 
balanced he looks to a CPA. He 
knows that the CPA can give him 
a knowledgeable, fair, and accurate 
appraisal. In my own opinion this 
is what the designation of CLU 
means—a knowledgeable, fair and 
accurate appraisal of a person’s in- 
surance needs. Among the univer- 
sity professors with whom I do a 
lot of my business, most of them 
have a Ph.D., and they have long 
recognized the value of CLU. Not 
only is this true among  profes- 
sional people, but young, forward 
looking executives in industry are 
increasingly seeking out the service 


of CLUs. 
Fact-Finding Interview 





Helen Tall 


This was brought home to me 
not long ago by a young man who 
had just bought his own business. 
[had a fact-finding interview with 
him but before I could sell him in- 
surance he sold me on the idea that 
he couldn’t afford it at that time. 
So I left my card (a company fact 
booklet that I use in place of a 
card) and I made sure that he saw 
my name, Helen Tall, CLU, on the 
back of it. He said, “Oh, are youa 
CLU? Well, to tell you the truth, 
[listened to your talk just to be 
polite, but now that I know you are 
a CLU I will do business with 
you. 

Another reason I consider the 
three letters after my name my 
most effective tool is that it gives 
me ability. The ability to appraise 


my prospect’s situation. Mere ex- 
perience is not always the answer. 
Some people with 30 years’ expe- 
rience actually only have 30 times 
one year! The CLU gives me the 
confidence of the experience of 
many years—the tested, proven de- 
tailed knowledge of specific cases. 
Satisfied Client 


Through this knowledge I was 
able to work out an unusual pro- 
gram for a doctor, to his complete 
satisfaction. His lawyer had _ it 
checked by another insurance agent 
and he couldn’t find a single im- 
provement to make. So my client 
was more pleased than ever that he 
had chosen me to be his agent. Al- 
though that was quite a few years 
ago, some of the younger doctors 
who have trained under him still 
tell me about this incident. 


The third reason CLU is my 
most effective selling tool is that it 
gives me confidence in that I am 
one of a representative group. 

I used my designation recently 
to obtain a small pension case. I 
pointed out to the party who was 
interested in seeing me handle the 
pension that I was the only woman 
CLU in the state of Maryland and 
that he could tell the board of di- 
rectors that having obtained the 
CLU shows that I know the busi- 
ness thoroughly. So the confidence 
I gain works two ways—on me, an 
on my client in that it increases 
his confidence in me. 

Confidence Builder 

The CLU gives me the courage 
to approach the challenge that ev- 
ery prospect presents. 

What do I mean by that? I mean 
this—to talk life insurance you 
have to talk in terms of money, big 
money. Now I am by nature not a 
big money person. I am frank to 
admit that when I talk to a pros- 
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pect, apparently just about getting 
by financially, in terms of his need, 
for example, of $50,000 of insur- 
ance, I almost have to whip myself 
up to the task. This is exactly 
where the CLU helps me so im- 
mensely. It enables me.to point out 
not only the need, but how to satis- 
fy that need in a practical, down-to- 
earth dollars and cents manner. 

If in all of this, you get the idea 
that I think those initials after my 
name are my best selling tool, you 
are 100% correct! 


Become A CLU 


I urge every man and woman 
who is making a career of life un- 
derwriting to become a CLU. Why 
should you be satisfied with any- 
thing less than being the recog- 
nized insurance authority in your 
community ? Why should you want 
to give your client anything less 
than the ultimate in analyzing his 
insurance needs and in fulfilling 
them? 

In what other business than life 








We Sabie... 


The fine group of men and women of the NALU 


to the people of this country. 


offer the best in life insurance protection. 


for the distinguished service they are providing 


In keeping with the high professional standards 


of this organization, United of Omaha continues to 


United of Omaha is proud of its association with NALU 


and extends its best wishes for a successful convention. 





Home Office — Omaha, Nebraska 


United Benefit Life Insurance Company ; 


Oue of Americas Leaders 
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underwriting do we as women have 
such opportunities for continuing 
improvement and sustained inter- 
est? In what other business can we 
combine our natural instincts for 
serving mankind while we build a 
better life for ourselves ? 
A Living Example 


let me give you a living exam- 


ple—34 years ago, one of our 
WILRT members started in the 
life insurance field as a tax an- 
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alyst. Sixteen years ago she de- 
cided to use this specialized knowl- 
edge in selling life insurance. The 
same year she signed her agent’s 
contract she started studying to be 


a CLA. 
This week she is to be voted the 
highest honor extended to any 


woman in life insurance—the pres- 
idency of the American Society of 
CLU. Of course, you know that | 
refer to Lillian Hogue of New 
York Life. 


We can't all be Lillian Hogues, 
but we all can accept the challenge 
of her desire to continually improve 
the challenge that every one of us 
has. And the way to meet that 
challenge is to get started on the 
goal of earning the CLU designa- 
tion. 


Four Steps To Good 


There are four steps to reach this 
goal—to wish, to want, to will, and 
so to win! 





wouldn’t you rather be 


TOP BANAN 
IN Agk 


than just one of 
the bunch? 


No need for you to settle for anything 
less than outstanding success in acci- 
dent and health when all the oppor- 
tunity you need is just waiting for you 


to make a move. 


Representing one of our growing, 
prospering companies, you will soon 
discover why many agents suddenly 
become extraordinary and reap the 
bountiful harvest that goes with ac- 
complishment in the Combined Group. 
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A New Book by 
Napoleon Hill 
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Famous People All Over America 
Are Praising This Great Book 


Business and spiritual leaders and noted 
U. S. humanitarians are recommending 
“Success Through A Positive Mental Atti- 
tude” as a self-improvement book that will 
enrich the lives of all who read it. For your 
copy or copies, send a check or money order 
for $4.95 (each) to Combined Registry 
Company, 5050 Broadway, Chicago 40. Your 
money back if not satisfied. 


letter today! 


An essential requirement is a burning 
desire for success in this field. If 
you have that, drop a line to the 
Disability Division, Combined In- 
surance Company of America, 5050 
Broadway, Chicago, Illinois. You can 
expect the people there to treat your 
inquiry in confidence and give you 
valuable counsel and direction at 
absolutely no obligation. Send your 


COMBINED 


GROUP OF COMPANIES 
W. CLEMENT STONE, PRESIDENT 
Combined Insurance Company of America, Chicago; 
Combined American Insurance Company, Dallas 
Hearthstone Insurance Company of Massachusetts, Boston 
First National Casualty Company, Wisconsin 
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Schriver Urges More 
Constructive Approach 


(CONTINUED FROM PAG: 1) 

And, what is perhaps most signif. 
cant of all, the total benefits paid ty 
policyholders in all categories ha 
almost doubled and will amoyp 
to some $8 billion in 1960. Consig. 
erably less than half that amoun 
will be in death claims, which 
would seem to prove that you don} 
have to die to win. It also prove 
that you don’t buy life insurance 
because someone is going to die 
but because someone is going ty 
live—and it may be you. 


Pride Is Justified 


In addition, the ability of oy 
life insurance companies to keep 
their promises is greater than ever 
and their sense of responsibility to 
our policyholders and to the pub. 
lic is more apparent than ever, All 
of which adds up to a total picture 
in which we can take a just meas. 
ure of pride, but which presents a 
challenge not so much for the siz. 
zling ’60s but for the sober and 
sensible ’60s. 

All of this would seem to present 
a very pleasant and comfortable 
picture. But there is reason to 
believe that lack of effective plan- 
ning in many areas has left a vac- 
uum which may haunt us in the 
years to come. In recent years we 
have seen the spectre of a vast gov- 
ernmental health program movin 
into a field which should have been 
more adequately covered by private 
insurance. In desperation, we pro- 
test that we can do it better and 
cheaper, and at the same time pre- 
serve the free enterprise system. 
But the fact is that we haven't 
clearly and cleanly demonstrated 
our ability to do so and as a result, 
the dike has been breached and 
some form of health care legislation 
seems inevitable, and it will become 
a political football as long as we 
live. 


Bedeviled By NSLI 


In addition, we shall continue to! 
be bedeviled by some aspect of Na- 
tional Service life insurance for 
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many years to come. In large meas- 
ure, the problem is on our own 
doorstep because we were too tim- 
id to face up to our responsibilities 
and the realities of the situation, 
which made NSLI necessary in the 
first place. We compelled the 
government to go into the life i 
surance business because we ft 
fused to assume the risk. 

We have condemned jumbo, as 
sociation, and franchise, and the 
direct selling of group insura 


i 
for years. There has been a confu- 


sion of tongues and much bad blood 
has been developed due to the 
ure of all the parties at interest 10 
make an honest and aboveboatl 


effort to discover, first, what is it? 


the public interest, and second, 
what is good for agency morale 
Both these elements are essentid 
to the well-being of the industry: 
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illogical and incongruous that a 
st 


re nigh level committee, representa- 
ach five of all types of companies and 
Z i[| variations of interest was ap- 


«ve foointed as a joint committee of the 
en \LC-LIAA to review this whole 
> paid ty yroblem in order to try to reach an 
ries Ts " thoritative institutional decision 
Cong “hich the company organizations 
mS jght su ort.” 

— ee ont add that the situation 
ot dak will remain confused and incon- 
Proves fgruous until ane honest effort is 
stirance [made to reconcile the opposing 
to die friews of all the parties at interest. 
‘oing ty [Perhaps all parties (including the 
| jeld) should take a new look and 
ally try to bring harmony and 
ood will out of the chaos. During 
he year major explosions have 
ecurred in California, Wisconsin, 
nd Texas. I don’t know who is 
‘ight. I only know that much hard 
eeling has resulted—and NALU 
inds itself in the middle. 


Won't Please The Field 


The Beers committee has now 
nade its report. It is a matter of 
sublic record. The personnel of the 
‘ommittee is composed of eight of 
the most distinguished and_ re- 
pected men in our business. The 
report represents many, many long 
hours of devoted service to a most 
ifficult and complicated industry 
problem. Probably the report will 
sot please many of our companies, 
and it certainly will not please the 
field forces. 

I sincerely wish there might be 
sme joint medium whereby an ef- 
fort might be made to orient the 
thinking of all segments of our in- 
dustry to a new era of thinking 
about this important phase of our 
business. I shall probably not live 
to see group regulations that please 
everyone, but this one thing I do 
know and that is that the challenge 
which confronts us is more imper- 
ative than the issues that divide 
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Perhaps this is a good place to 
suggest that the time has come for 
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t of Na fr country and for our industry 
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and try to define our national pur- 
ur ownflse and our industry purposes. 
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sDilities [positive program of being FOR 
tuation fMething instead of forever being 
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e Clans other doesn’t have to finish pay- 
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ance, why then play Russian rou- 
lette with your future? We know 
that good cash value life insurance 
is good—for everyone—why don’t 
we sell it more and bellyache less? 


Quotes An Open Letter 


In this connection, I want to 
commend an “Open Letter to New, 
and Comparatively New, Agents,” 
by Halsey Josephson, appearing in 
the Aug. 15 issue of Probe. If I 
headed up an agency department, 


"AND THE RESULTS 


it would be on my must reading 
list for my field forces. 

And now I would like to suggest 
another line of activity in which 
every person connected with our 
industry might well develop an in- 
terest. | am often shocked by our 
lack of knowledge and our lack of 
participation in constructive po- 
litical thinking. We often condemn 
the behavior of our politicians, but 
we rarely demonstrate any political 
strength or influence that would 





Continental American’s Planned Life Insurance Program Service, 
based on.a distinctively professional concept, is an organized, 
systematic method of building clients through estate planning, 
and conscientiously providing maximum protection 

at minimum cost. The results this method produces, year 


after year, are significant. 


Last year, Continental American representatives increased their 
average new policy sale to an impressive $17,177, again placing 
their company among the nation’s top-ranking life 


insurance organizations. 


In their continuing enthusiastic practice of the principles of the 
Planned Life Insurance Program Service, Continental American 
representatives are certain to reach even greater heights 


of personal achievement. 


They know that better business comes from 





the increasingly better client service they / 
are equipped to render—and brings with it kK 
proportionately greater rewards. 


49 


encourage a politican to adopt our 
philosophy. I believe that every 
underwriter should cooperate with 
the National Chamber of Com- 
merce in their action courses in 
practical politics. 


A Successful Program 


Those who have tried this pro- 
gram are invariably enthusiastic 
about its benefit to them. Politics 
may have a dirty connotation, but 
it is the process by which we gov- 
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Lo ntinental American Life Insurance Company 


WILMINGTON, DELAWARE 
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Some problems, like this one 
3x 104+2=32 
are easy to solve. 


Others, like this 
A—K+8 


x (C-K) 





present considerable difficulty because their solution re- 
quires specialized knowledge. 

When a knowledge of the trade union market would 
help solve your underwriting problems call on the Company 
backed by 32 years of successful experience in underwriting 
Group Life and all forms of Accident and Sickness insurance 


for welfare funds and local unions. 


THE UNION LABOR LIFE INSURANCE COMPANY 


HOME OFFICE 
New York 21. N. Y. 


EDMUND P. TOBIN 


President 


200 East 70th St. 











ern or fail to govern ourselves. If 
taking an active part is too great a 
sacrifice for us, it will surely and 
inevitably become a career for 
those whose political philosophy 
would ultimately give us a welfare 
state. One of the most significant 
statements of the past year was 
when Norman Thomas said there 
is no point in having a Socialist 
party any more because the Social- 
ist party’s aims have all been won. 
Must Fight Destroyers 

If we are to keep this country 
from falling completely into the 
hands of those who would destroy 
our way of life we must fight to re- 
tain it. The greatest danger to our 
economy and to our business is our 
failure to preserve those basic eco- 
nomic principles that will prevent 
the debasement and the ultimate 
destruction of our monetary sys- 
tem. 

The same is true of social secur- 
ity. Assuming that social security 
as now constituted is good, let us 
not forget that the uncontrolled 
expansion of the system will de- 
stroy it. If a government promises 
more than it can fulfill, it robs 
those who put their trust in it, and 
will hopelessly mortgage the fu- 
ture of our children. We are a so- 
cially-minded people, but unless 
our judgment matches our benev- 
olence, we can and will go down 
the road to financial ruin. 


’Comfort And Crisis’ 


We want peace and solvency not 
only for our time but we want it 
for our children and our children’s 
children. We have been living in a 
mixture of comfort and crisis. We 
want adequate defense and Cad- 





A SYMBOL OF SECURITY 


The Statue of Liberty is an important sym- 
bol to all Americans because it repre- 
sents the freedom which is the foundation 
of our way of life. Our Company is proud 
to use it as its trademark. 

Men to remain free must provide security 
for themselves and their families and most 
American families have found life insur- 
ance to be the best way to provide this 
security. 

Liberty National Life Insurance Company 
is providing a large measure of security 
for many families. Over a quarter of a 
billion dollars is held by the Company for 
the protection of policyowners. Perhaps 
this financial strength is one of the reasons 
why more and more people each year 
buy their life insurance from Liberty Na- 
tional, 


Frank P. Samford, President 
HOME OFFICE: Birmingham, Ala. 




















LIBERTY NATIONAL LIFE INSURANCE CO. | 
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tive approach to every problem con 
fronting us. Let us discard the co 
coon which yesterday held th 
chrysalis and devote our talent 
and energies to the larger servic 
adapted to a new day. 

No report would be complet 
without one last word about oy 
new home at 1922 F Street, NW 
If you haven't read my editorial j 
the current issue of Life Associg 
tion News, I hope you will do 

Most of you have seen the prog 
erty, and if you have and if y 
know Washington, and if you a 
utterly objective, you must hav 
come to the conclusion that i 
beauty and prestige location coul 
not be surpassed in this city. 


Won't Please All 


It is not the location nor th 
building originally planned, but: 
every respect it is none the le 
beautiful nor is the location le 
desirable. My one heartache ist 
it will not please everyone. And! 
am saddened that all those iné 
viduals who worked valiantly f 
its realization cannot join hand hans 
and hearts in thanksgiving n0Wp.o. 
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and struggle, our new headquarte ; 
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building committee. The buildit 
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tion and dedication of Herb Hedggy 
who was responsible for more # 
half of the total amount raisé 


NALU ‘Very Fortunate’ 


When the first committee 
rendered its commission a # 
committee was organized with 
W. Defenderfer as its chaitt 
After it became apparent that 
could not complete our plans “§ Executive 
Street a new location had to 9. Schriver 
selected. I happen to believe "on the seco 
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inoue we were very fortunate in acquir- 
- politiging our present location. Mr. Def- 
essenti enderfer has watched over its trans- 
from thfformation as he would look over 
ill-consief the welfare of an only child. Our 
‘Thome is the result of the faithful 
cooperation of the committee ap- 

ointed in J uly, 1958. 

The new fund-raising program 
Tn of oyphas been under the direction of our 
the yea ood friend, Eber Spence, who, 
organin: without a cent of compensation, 
0 strong has devoted a whole year to the 
purpogfiund-raising project. We shall be 
\Warenefindebted to him forever. : 
a new (| So, there it stands. NALU and 
‘ory, Q\LUTC are now housed in our own 
- will pdhome. A beautiful monument to the 
nd if the{cooperation and contributions of 
must qmore than 25,000 people. On Sun- 
fav it was dedicated to the service 
of life underwriters everywhere, 
ind to their clients and the public. 
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“envied Of MALU Nominees 


ble POS} No candidates were nominated 
i th Clfom the floor, so the vote on 
7 te Thursday afternoon will be on the 

nominees put forward by the nom- 
inating committee this summer. 
Those nominated are: President, 
William E. North, New York Life, 
Ill.; immediate past 
; president, William S. Hendley Jr., 
Mutual of New York, Columbia, 
§.C.; vice-president, Robert S. Mc- 
Millon, Business Men’s Assurance, 
Abilene, Tex.; secretary, David M. 
Blumberg, Massachusetts Mutual, 
Knoxville, and Jack A. Stewart, 
Phoenix Mutual, Cleveland; treas- 
urer, Louis J. Grayson, Travelers, 
| Washington. 

For trustees: (seven to be elect- 
ed) Charles Anchell, New York 
Lifey New York; Robert S. Clay- 
ton, Liberty National, Mobile; 
Clyde A. Connaughton, Metropoli- 
tan, Shreveport; Joseph B. Davis, 
Home Life of New York, Detroit; 
Robert S. Frye, Northwestern Mu- 
tual Life, Denver (incumbent); 
Paul R. Green, Aetna Life, Seattle 
(incumbent); John Z. Schneider, 
Connecticut General, Baltimore 
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(incumbent) ; James M. Thurman, 
Penn Mutual, Atlanta; R. Edwin 
Wood, Phoenix Mutual, San Fran- 
cisco. 
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Dedication Ceremony Is 
Feature Of Convention 


(CONTINUED FROM PAGE 2) 


true—the product of imagination 
and effort—the fulfillment of hopes 
and ambitions. 

“T submit that this building sym- 
bolizes the dawn of a new era of 
service to be rendered to the pub- 
lic and to the institution of life in- 
surance by NALU. Within its con- 
fines dedicated staff members and 
elected officers and trustees of this 
association will operate with dis- 
patch, loyalty and efficiency to 
give greater meaning to our essen- 
tial mission. 

“And so—in dedicating this new 
headquarters building of National 
Assn. of Life Underwriters—we 
equally dedicate the best endeavors 
of our membership and our staff 
to all those persons whose welfare 
is so strongly affected and influ- 
enced by life insurance—and to the 
service of our beloved country. 








Continuing Devotion 


“In closing, let us remember 
that dedication denotes an objec- 
tive and a purpose. On this mem- 
orable occasion, speaking for my 
fellow officers and trustees of 
NALU and for our 78,000 members 
—I pledge a continuing devotion 
in the years ahead to the princi- 
ples which have made our associa- 
tion useful and great. 

“We shall let the future test the 
strength of our resolve and let us 
measure in the true coin of public 
service our realization of the prom- 
ise of this magnificent building.” 

The principal dedicatory ad- 
dress, delivered by President Da- 
vis W. Gregg of American College, 
is reported elsewhere in this issue. 
The opening remarks were by 
NALU Executive Vice-president 
Lester O. Schriver, who presided. 

The keys to the building were 
presented to Mr. Hendley by A. W. 
Defenderfer, John Hancock, Wash- 
ington, D. C., chairman of the 
building committee. 


Tablets In Foyer 


In the building foyer are bronze 
tablets in which are cast the names 
of the charter builders—those con- 
tributing $100 or more to the 
building fund. Delays made it im- 
possible to have all the tablets in 
place, but those on the east wall 
were all installed and make an im- 
pressive showing. The tablets were 
dedicated by O. P. Schnabel, 
manager for Jefferson Standard at 
San Antonio and chairman for the 
campaign in Texas, where he was 
instrumental in enlisting more than 
500 as charter builders, top figure 
for any state. 

The board of trustees room and 
the library in the building were 
dedicated Monday in honor of two 
noted life insurance figures. 

The board room—designed and 
furnished to complement the Geor- 
gian-Colonial motif of the NALU 
headquarters building—honors Jul- 
ian S. Myrick of New York City, 


80-year-old past president of the 
national association. 

The spacious room was furnished 
by New York state friends and 
associates of Mr. Myrick to com- 
memorate his contributions to the 
national association, to the insti- 
tution of life insurance, and in pub- 
lic service. He was president of 
NALU in 1927, is now chairman 
emeritus of American College, was 
president of the American Lawn 


Tennis Assn., and served as a 
member of the Hoover commis- 
sions. 


Ceremony Participants 


Participating in ceremonies in 
the board room were officers, trus- 
tees, and past presidents of NALU, 
representatives of the New York 
City and New York state associa- 
tions, and officials of Mutual of 
New York, with which company 
Mr. Myrick has been associated 
for more than 60 years. 

Harry N. Gutmann, Mutual of 
New York, New York City, presi- 
dent of the New York state asso- 
ciation, was master of ceremonies. 
A large portrait of Mr. Myrick was 
unveiled by Roger Hull, president 
of Mutual Life, and the room for- 
mally accepted by NALU Presi- 
dent Hendley, who is an agent of 
Mutual Life in Columbia, S. C. 


Dedicate Library 


Immediately preceding the cere- 
monies in the NALU board room 
was the formal dedication of the 
Paul Speicher Memorial Library. 
Participating in this event were 
NALU’s official family and rela- 
tives and friends of the late Mr. 
Speicher. 

Mr. Speicher, at the time of his 
death in 1952, was president of In- 
surance R&R, Indianapolis, and a 
famed life insurance educator, au- 
thor, and lecturer. 

The library is also furnished to 
complement the Georgian-Colonial 
motif of the NALU headquarters 
building and is supplied with gen- 
eral references and life insurance 
texts. An oil painting of Mr. Spei- 
cher, donated by the R&R organ- 
ization and a commemorative 
plaque erected by NALU are fea- 
tured. 


Palmer Is MC 


Master of ceremonies for the li- 
brary dedication was Alden C. 
Palmer, former commissioner of 
insurance for Indiana. Mr. Spei- 
cher’s portrait was unveiled by 
Hilbert C. Rust, president of R&R. 





MEMBERSHIP UP 2,300 


Philip A. Hoche, Kansas City 
Life, Orlando, Fla., membership 
chairman, announced that mem- 
bership as of Sept. 13 stood at 
77,853, which compares with 75,- 
513 on the same day a year ago. 
The gain is 2,322. 














NALU Executive Vice-president 
Lester O. Schriver and Helen Hot- 
tenb2cher, executive secretary of 
the Baltimore and Maryland associ- 
ations and chairman of the Execu- 
tive Secretaries Conference of 
NALU. Picture was taken at the 
dinner of the NALU board and the 
conference. 
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Joseph B. Davis, Home Life of 
New York, Detroit, candidate for 
NALU trustee, and A. J. H2lloran, 





Australian Manager 
Attends Meeting 


(CONTINUED FROM PAGE 2) 

in the United States, Mr. Maunsell 
says that almost nothing is sold on 
the estate planning approach in 
Australia. Life insurance education 
is strictly a company-by-company 
proposition, since the typical com- 
pany attitude toward its competi- 
tors is one of distrust. However, 
this attitude is easing up and shows 
signs of giving way to cooperation. 
Mr. Maunsell was amazed at the 
degree of inter-company coopera- 
tion he found in America. 


Visited LIAMA 


He has visited LIAMA head- 
quarters in Hartford and the Aetna 
Life home office, and expects to 
visit the New York Life home of- 
fice. In addition to going to Indi- 
anapolis, where he hopes to be able 
to attend a CLU chapter meeting, 
he plans to visit New Orleans and 

-an-American Life and will then 
make the rounds of some of the 
Canadian companies. 

While he could readily have vis- 
ited English home offices while in 
Europe, Mr. Maunsell felt their 
methods to be so different from 
those of the United States and 
Australia that a visit would not 
be worthwhile. 











A Salute to the NALU 
Washington Convention 
and to Gus Halloran, 


district manager at our Williamsport, Pa. office, serving as NALU Trustee 


‘The Baltimore Life 
Insurance Co. 
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Coming Soon... our new Home Office Building 


in mid-town Baltimore 






... the first private office 
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downtown Baltimore’s Urban 


Renewal development area. 
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» THE BALTIMORE LIFE IN MT. ROYAL PLAZA TO BE LOCATED 
AT HOWARD STREET, PARK AVE., DOLPHIN AND BIDDLE STREETS 
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One of America’s Most Progressive Mutual Life Insurance Companies ¢ Est. 1882. 
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